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No. 5957-1 


— Smooth White Calf, Welt, 


White Veal, Welt, Tan Calf Trim. 
Leather Heel. CORT LAST. AA 
8-ll; A and B 7-ll; C and D 6-lL 


“Action” as interpreted in retail shoe terms, means 
ringing the cash register for a satisfied customer, with 


a practical minimum of time involved. 


Obviously, the sure way to action is a complete as- 
sortment for the prospective customer's selection; and 


an adequate stock of sizes to provide a proper fit. 


Of course the price must appeal to your customer 


and likewise yield a legitimate profit. 


Hard Box. % Rubber Heel. 
CREST LAST. AA, 8-12; A 
and B 7-12; C and D 6-12. 


No. 6148 


Gray Calf, Gray Alligator Trim, 
Welt, 44 Rubber Heel. CREST 
LAST. A and B 7-Il; C and D 6-ll. 


“Action” as interpreted by Friedman-Shelby means 
quick dispatch in filling of the dealer's orders. 


Our large floor stock, comprising a wide variety of 
style and pattern shoes for men, is complete in .size 
ranges, thus enabling the dealer to secure his entire 
requirements from this one source—and get “action”. 


The traditional ALL-LEATHER construction of Friedman- 
Shelby shoes needs no introduction—but it goes a 
long way toward building repeat sales. 


Get ACTION the Friedman-Shelby way. 


A lation 0 wire will bring salesman with complete line of samples 


FRIEDACAN-SHELBY aud. 
INTERNATIONAL SHOE CO. | 





‘When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the TRADE 


ALAN METZER, who has the 
men’s shoe department in the F. C. 
Nash Company store in Pasadena, 
Calif., says: 

“Why have we sold a third more 
pairs of men’s shoes this past year 
than a year ago? Just because we 


~\ 


Cro 





built our business on the idea of 
selling good shoes right. I am now 
in my fourth year here and the 
repeat trade is showing tremendous 
increases. Along with this comes 
the feeling of assurance, so when 
I tell a man a shoe fits, he believes 
me. Nearly a year ago we added a 
line of boy’s shoes. This has been 
a great help in keeping up the 
volume. It does seem that nobody 
cares to bother with the boy’s shoe 
trade. And how those youngsters 
like to buy shoes in a men’s shoe 
department.” 


* * * 


DD ANIEL BLOOMFIELD, execu- 
tive director of the Retail Trade 
Board of the Boston Chamber of 
Commerce, commenting on the vari- 
ous Fair Trade Practice acts now 
under consideration by the legisla- 
tures of several states, remarks that 
while it is perfectly obvious that 


the “chiseler” should be eliminated 
from business, the proposed cure 
seems to be worse than the disease. 
“These acts, as framed,” he says, 
“defeat their own ends. They are 
merely price fixing under another 
name. They lead inevitably to 
higher prices and are a decided dis- 
service to the buying public.” 


ALBUYER’S Psalm of Life— 


Tell me not in mournful numbers, 
That I don’t know how to choose, 
That an unsold stock encumbers 
All my shelves with mark-down shoes! 


Hear my spiel, I am in earnest, 
Though we’re going in the hole 

Yet I vow there ever burnest 
Good intentions in my soul! 


. 
~ 
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Though this dead stock gives me sorrow, 
As it Joiters in the way, 

I am certain that tomorrow, 
*Twill move better than today! 


Spring is near and winter fleeting, 
So the weather won’t behave, 

Buyers all must take their beating, 
All the bosses rant and rave! 


Strange warm weather gives us battle, 
Takes all pleasure from our life, 

Shoes would move and cash would rattle 
If big storms would join in strife! 
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Trust no future? Bought too heavy? 
Thick soled brogues have long been 
dead? 
I was hooked? Yow pay levy? 
Is that, boss, just what you said? 


Last year’s flukes should e’er remind me 
That the store can’t make a dime 

If in front, beside, behind me, 
Stocks of shoes don’t move on time? 


I am fired? You'll find another 
With a more discerning brain, 
That I should go home to mother 
Or go back to shucking grain? 


Pack up? Get my things together? 
Jf you say so, that’s my fate, 

Yet, boss, honest, ’twas the weather! 
This spring sunshine wouldn’t wait! 


J. Edw. Tufft 








W.0. BENTLEY, vice-president 
of the Kistler Leather Company of 
Boston, Mass., says: 

“The shoe and leather industry 
deserves greater recognition and 
understanding of its diversified 
activities on the part of the public 
than it enjoys. Through the years 
the public has learned something 
about shoemaking. There is still 
much it should know, for shoe- 
making is closely related to healthy 
feet; and men, women and children 
ought to be wise to all that is re- 
quired in shoes to make life’s walk 
pleasant as possible. 
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“I can imagine vast potential 
benefits to dealers who have, as 
part of their merchandising tech- 
nique, the practice of telling cus- 
tomers what they know about dif- 
ferent types of shoes, various upper 
leathers, what constitutes fine sole 
leather, how last-making affects 
shoe-fitting and other things of im- 
portance. Much that would be an 
asset to dealers and the industry 
as a whole, is lost when people 
enter a shoe store, accept the sug- 
gestion of a try-on and leave with 
their purchase—none the wiser as 
to what sole leather, upper leather 
or other materials went into the 
making of the shoe value favored. 
The whole psychology of selling is 
contrary to the view that the public 
is not interested. Selling logically 
follows telling—so if more telling 
is done, more selling can be ex- 
pected. Of course, shoes must have 
appealing features to talk about. 
To men, fine sole leather is of great 
interest. They expect comfort and 
wear plus style appropriate to the 
period. Let a man know he is buy- 
ing shoes with good sole leather and 
watch his reaction. It has been done 
many times and the effect is re- 
peatedly favorable. Were I a shoe 
dealer, I would never overlook the 
human trait that is known as curi- 
osity. Few people inquire to satisfy 
their curiosity, but millions will 
listen to a story that satisfies their 
wonder. 





ee 








EBOSTON NEWS BUREAU says: 

“Declaring that wholesale shoe 
price advances of five to twenty- 
five cents a pair, which have been 
announced by some of the large 
volume producers, are fully justi- 
fied by the rise in manufacturing 
costs, an important manufacturer 
points out that the 1926 price level, 
which was set as a sort of goal by 
the national administration, has 


already been substantially exceeded 
by prices of hides and skins. He 
thinks, however, that the advance 
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GROWING PAINS 





—lIt takes two to make a bargain— 
likewise, two to make an argu- 
ment. 


—Industry and Labor are now clash- 
ing head-on as is usually the case 
after serious depressions and when 
recovery sets in. 


—Sort of growing pains, so to speak. 


—Because we invariably emerge 
from a situation such as this into 
a higher plane of understanding 
and efficiency. 

—To obtain best results Industry 
(Capital) must be socially liberal 
and Labor must be economically 
wise. 

—With that as a basis of under- 
standing only good will result. 


—For each party has what the other 
needs, and without a close align- 
ment of interests we can have 
neither progress nor prosperity. 


Zr 6 TEE 


President 





in wholesale shoe prices will not 
be translated into higher prices to 
the consumer until April or May 
and then it will be a question with 
retailers whether to sell a lower 
quality shoe for the same money or 
make an advance on the better 
grades. 

“He says: ‘Raw hides and calf- 


skins are now higher than in 1926 — 


by 20 per cent to 25 per cent. Prices 
of leather and shoes are consider- 
ably lower than in 1926. During 
the past six months hides and skins 
have advanced 30 per cent to 35 
per cent. In the Spring of 1936 
heavy Texas steer hides were sell- 
ing at 12 cents; today they are 16 
cents a pound. In the Spring of 
1936 heavy calf skins were 17 cents 
and recently they sold at 23 cents, 
an advance of 29.4 per cent. 
“‘Prices of leather even today 


do not reflect the advance in prices 
of raw stock. There is no question 
but that the industry is facing a 
marked advance all along the line. 
Production of shoes in the United 
States in 1936 was about 404,000,- 
000 pairs, which was 20,000,000 
pairs more than in 1935 and 79,- 
000,000 pairs more than in 1926. 

“ ‘Production this year will de- 
pend upon whether there is much 
resistance to higher price levels, 
but with plenty of money around 
there is reason to believe that out- 
put may match the 1936 produc- 


tion.’ ” 


* * * 


GOTLOB GAESSLER, who has 
been operating a shoe store in Day- 
ton, Ohio, for a number of years, 
recently observed two anniversaries 
on the same day. First he cele- 
brated his seventy-fifth birthday; 
and second, it was just forty-five 
years ago that he started in busi- 
ness for himself—and in the very 
same block. 

When Gaessler finished his school- 
ing, he entered his father’s shop; 
and the education he received under 
parental guidance was a valuable 
one. He became one of the best 
shoemakers in his section of the 
city. His father and his grand- 
father before him, had both been 
skilled artisans in the making of 


shoes. 


A caplet’ 
= il ili = 
75 YEARS 

After he learned his trade, he 
worked in various places—each 
place being a step higher. One day 
he was called upon to pinch-hit for 
a salesman in the front of the store 
and here he blossomed into a new 
art. He became a better salesman 
than a repair man; and along came 
another promotion. 

In a few years, he opened his 
own store and it was on his birth- 
day that this eventful affair took 
place. As he reflects back over the 
years, he recalls having made shoes 
for some of the very prominent 
Daytonians, who played leading 
parts in the city’s history. 




















A COMMITTEE of Brooklyn boot 
and shoe industry men, with Frank 
H. Curry, general counsel to the 
Shoe Manufacturers Board of Trade, 
as chairman, has been organized to 
cooperate in the distribution of 
World’s Fair bonds, with the vol- 
untary committee headed by Ward 
Melville, president of Melville Shoe 
Corporation. 

Members of the Brooklyn com- 
mitte, in addition to Mr. Curry, 
include Andrew Geller, Emanuel 
Grossman, treasurer of Grossman 
Shoe Corporation and Morgan 
Grossman, president of the Shoe 
Manufacturers Board of Trade. 

Mr. Melville’s Boot and Shoe In- 
dustry Committee continues to make 
progress toward its $250,000 goal. 
The last audited report of sub- 
scriptions and commitments totaled 
$118,000. 


* * * 


SALLY MARTIN, fashion editor 
for the Fawcett group of motion pic- 
ture magazines, in the Pasadena 
“Independent” says: 

“Is there a difference between 
the smart looking Los Angeles 
woman and the smart looking New 
York woman? The answer is no! 
The truly smart woman is inter- 
national—she is found in every city 
abroad and in these United States. 
One might just as well ask if Pasa- 
dena artists are more talented than 
those of Europe or New York, for 
we know that talent is no respecter 
of locality. Neither is fashion a 
respecter of person or place. It is 
true that some women have a talent 
for dressing well—flair for secur- 
ing the right silhouette and assem- 
bling the correct accessories to 
achieve that subtle something known 
as chic. Other women arrive at 
style effects through a close study 
of their own type, and many more 
women have captured the elusive 
style secret by relying on the guid- 
ance of stylists and designers. 

“Hollywood has become a recog- 
nized source of fashion and its in- 
fluence is reflected in smart shops 
throughout the country. To be sure, 
Southern California is ‘sports- 
minded’ in fashions, due to cli- 
matic conditions and the resultant 
activities, and sports clothes are 
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important considerations in the 
wardrobe. 

“New York as well as other fash- 
ion centers has an ever-increasing 
respect for the sports clothes origi- 
nated in California, to say nothing 
of the glamorous daytime and 
evening fashions created by Holly- 


wood designers. 








“And now the California shoe 
manufacturer is becoming glorified, 
due not only to his creative genius 
but to fashion’s overwhelming de- 
mand for smart footwear to accom- 
pany and enhance the beauty of a 
costume. It is obvious that a cos- 
tume without the right type of shoe 
is like a beautiful painting without 
a frame, and women all of a sudden 
have seemed to recognize not only 
the fashion importance, but the lure 
of footwear, for the masculine eye 
travels from a woman’s foot to her 
face.” 

* * * 


J. E. WRY is a hockey player, 
past president of the Maritime 
Amateur Hockey Association and a 
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maker of hockey shoes—A. E. Wry, 
Lid. of Amherst, Nova Scotia. The 
firm also tans leather for hockey 
boots and other sorts of shoes. This 
season the firm has had the largest 
output, ever, of hockey boots, ski 
boots and Winter sports footwear, 
making these in additions to army 
shoes and other kinds of footwear. . 


* * * 


THE University of Michigan, 
which has initiated many notable 
advances in learning, boasts a new 
claim to distinction. Its students 
apparently are the first to begin 
wearing white Summer shoes to 
kick away the snows of Winter. 

“Why do you do it,” a curious 
reporter asked a dozen men who 
were wearing white shoes. “Don’t 
know. Just do,” was their answer. 
“Why are students wearing Sum- 
mer shoes this Winter,” one of the 
professors was asked and he just 
countered with a puzzled shake of 
his head. But one of the co-eds 
knew the answer: 

“It’s because we have to walk so 
much from sorority houses to the 
campus and about the campus be- 
tween classes. Loose fitting, low- 
heeled Summer shoes are much 
more comfortable”—and several — 
other girls~nodded their heads in 
agreement. 





"So this girl he was waiting on — ‘I'm not particular about the size or style—| want 
omfort.' 


at's when he keeled over." 


SAT 


SSR TMI LT a 
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To “Stand Up” or “Sit Down” 


Ni business, not even shoes, can escape the conse- 
quences of the labor unrest that has been stirred up in 
the opening months of this year, aided and abetted by 
a politico-labor philosophy of deep significance. One 
industry after another faces the anarchistic “sit-down” 
strike with helpless hands because it has failed to edu- 
cate its employees to an understanding of the principles 
of business. Certain industries are practically immune 
to the virus of this malignant form of labor protest. 
In a considerable number of such industries and in 
dozens of great concerns, led by men who understand 
human relations, the future holds peace, accord and 
understanding. Why? Because the employers realize 
that the employee wants first—adequate wages. Second 
—that no intelligent worker wants an unreasonable wage 
out of line with the work stream that he is in; and he 


. does not want to destroy or jeopardize the business 


which gives him his bread and butter, and some cake, 
in standards of living and savings. 

These enlightened industries and concerns, among 
other things, patiently educate employees on the 
true reading of a financial report—i.e., explaining how 
much for plant and materials; how large the slice for 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


vpen to thoughts of share-by-violence; but if he owns 
a home he is even more conservative than the wealthy 
man. How many of your employees lost their homes 
and find no opportunity for reowning them? All this 
is part of the work of enlightened employees who 
want to preserve the American system in its open-for- 
opportunity form of ambitious incentive. 

It is unfortunate to note the equalizing efforts of 
Washington, through publication of the salaries above 
$10,000—as if in so doing it forces executive wages 
down. It may only rejuggle the figures. To put a cap 
to the top in an ambitious land like ours is to stifle 
progress, which is only obtained by “brains on the 
make.” 

But, in the words of Leonard P. Ayres: 

“We are witnessing one of the greatest economic experiments 
of all time. The wealthiest nation in the world is attempting 
to devise means of retaining private ownership of property 


while trying to redistribute the national income from that prop- 
erty so that none shall have too much and all shall have 


labor cost; why depreciation account improves future + enough. We should not be deluded into believing we can fore- 


conditions; and all the items including the fact that 
surplus is not always ready cash and that the little 
slice for dividends is often scant earnings for the sav- 
ings known as capital. Employees so educated see the 
business as a cooperative venture. 

We have said it a hundred times or more—that forty 
million people with a high school education or better 
can understand a business problem. Ignorance leads 
to violence. Remember always, that you can’t put any- 
thing over on the public today. It knows too much. 
You’ve got to give values in shoes to sell another pair. 
You have got to give common-sense values to a busi- 
ness picture to get faithful allegiance and good work. 

Never forget the employee would prefer to give his 
loyalty to his employer than to a union. Get the confi- 
‘dence of the employee and he is a strength and a 
bulwark to the business. Recognize the psychology of 
the worker—if he owns no private property, he is 


cast the developments of the next five years.” 


We, in shoes, have been comparatively free from 
labor trouble all the way from factory to store; but 
only because our target is small and there are no busi- 
nesses that might, by their non-operation, result in 
cripping total production. But, unless all businesses 
“stand-up” for a square deal to business, public and 
labor, there will continue to be picketing, striking and 
all the troubles emblematic of “sit-down-ism.” Human 
relations, as a speaker said at the annual convention 
in Chicago, constitute the biggest problem of the year. 

A tremendous opportunity lies ahead for rational, 
reasonable men and women to talk together on the 
subject of wages in the light of what industry can 
pay, and still continue to give the public values. The 
public has an “in” on this subject. “It can’t happen 
here” if we all understand the relations of wages to 
product. 




















into 


SUMMER 


An early Easter, extraordinary weather, 
the coming Coronation—just a few of 
many influences that add excitement to 
the coming season. Viewed from any 
angle it looks like a tremendous Buy- 
ing Season for Shoes. So big we can’t 
begin to tell the complete story, but 
we think the pictures on the following 
pages—plus the observations of the 
Photos, Canadian Pacific, Black fashion writers—will broadly indicate 
Star and Bermuda News Service. the leading trends. 

























FASHION SECTION OF BOOT AND SHOE RECORDER’S 
“SPRING INTO SUMMER BUYING NUMBER” 
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a preview in words and 
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pictures of the shoes that were worn 
for cruise and resort wear and which 
will be seen the country over this 


summer. 












































































































































Types for Spring and Summer 
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Promotion for Town and Country Wear 
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EN town clothes for men, grey is an increasingly im- 
portant color, in worsted flannels and in cheviots. 
Lovat shades in brown, green and blue, so important 
last year for country wear are to be seen in town in 
the sportier types of “town and country” suits. Shark- 
skins in lighter and more varied greys and browns 
are seen relieved with overplaids of a contrasting color. 
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Stripings of various colors and spacing are seen in 
otherwise very dark materials. Glen plaid, somewhat 
subdued for town wear, is seen nevertheless in increas- 
ing popularity. There is a very smart combination— 
suitings in the lovat shades in cheviots and tweeds— 
with the new covert cloth topcoat, which are worn 

[TURN TO PAGE 48, PLEASE | 








KEACH season boys and girls, like their parents, have 
grown more shoe conscious. Smartness, plus comfort, 
plus wearing qualities are what these active modern 
boys and girls want, and they are getting all three. De- 
signers and manufacturers are improving classic styles 
and adapting new ones to their use. 

Oxfords with saddles and plain or moccasin toes, 
kilties, ghillies and strap sandals, are still the best sellers 
in new 1937 versions. Saddle oxfords are very impor- 
tant and are shown in younger lines this year. Smart 
sport models in white buck with saddles to match the 
two-tone crepe soles are smart for the growing girl. 
Top number with all manufacturers is the kiltie. varia- 
tions on the standard kiltie may include a shortened 
tongue which may be in a color contrast to the shoe and 
matching the plug if the shoe has a moccasin toe. Such 
a shoe is shown in brown and white in the second 
photograph. One manufacturer mentions lighter weight 


First Photo—from left to right: 


Smoke-colored double strap elk sandal with perforations. 

From F. S. Elam. T-strap sandal in black patent with per- 

forations and lattice cut-outs. From F. S. Elam. White 

calf perforated moccasin. — Mrs. Day’s Ideal Baby 
oe. 


Second Photo—from left to right: 


Tan fabric ghillie trimmed with perforated brown calf. 

From Schawe-Gerwin. White buck shoe with blue alli- 

gator saddle and two-tone crépe rubber sole. From Curtis- 

Stephens-Embry. White buck dress sandal with wide T- 

strap and porthole perforations. From International Shoe 

Co. Double strap sandal in brown calf with perforations. 
From Brown Shoe Co. 


Third Photo—from left to right: 


Princess Elizabeth high front shoe in blue calf. From J. 

Edwards & Co. White elk sandal with perforations. From 

Endicott-Johnson. White elk kiltie with perforations. 

From O’Donnell Shoe Co. White calf perforated kiltie 

moccasin with brown calf plug and short kiltie tongue. 

From Green Shoe Co. White buck oxford with brown 
saddle in calf. From O’Donnell Shoe Co. 








ghillies as outstanding for this season and shows a 
fabric model with calf trim. 

For dress, the sandal is still classic for all ages, T strap 
or double strap sandals in black patent for Spring and 
white elk or buck for Summer dress. 

A dainty new high front model called the Princess 
Elizabeth shown in blue calf on this page offers a new 
style of dressy shoe to the nine and ten year-old girl. 
High fronts are, of course, also very smart for older 
girls. Outstanding on all types of shoes are perforations. 
Many small, and some large porthole ones, so impor- 
tant in women’s shoes this season. 

The Spring outlook for boys’ shoes presents a some- 
what different picture this season than it has in previous 





Fourth Photo—from left to right: 


Two-tone saddle oxford with crépe sole. From 
Holland Shoe Co. Novel two-tone oxford by 
Gerberich-Payne. Wing tip in white calf by 
Endicott-Johnson. Brown reverse calf, crépe 
sole by Teeple Shoe Co. Two-tone Algonquin 
oxford with novel inlay. From Belle Meade. 


Fifth Photo—from left to right: 


Wing tip black calf shoe from International 
Shoe Co. Wing tip, brown Norwegian calf with 
composition sole. From Charles A. Eaton & 
Co. Brown Elk Moccasin oxford with composi- 
tion sole. From Chas. A. Eaton & Co. Black 
calf, wing tip. From Brown Shoe Co. 


of Shoes for Boys and Girls 






years. Manufacturers have for some time been keenly 
aware of the opportunities offered in selling boys’ shoes 
but many retailers have overlooked the possibilities of 
this brand of the business. 

This year manufacturers’ lines show a decided tie-up 
between boys’ shoes and men’s styles. For some time it 
appears that the average boy has been demanding shoes 
like Dad’s, or like his older brother’s, but in some cases 
he was not getting them. This year many lines show a 
definite purpose to supply this market. 

In quality stores, trading to a well-to-do clientele, 
Norwegian calf, wing tip oxfords hold peak sales. Wing 
tips are also good in the volume and local stores, but 

[TURN TO PAGE 54, PLEASE] 























Will Be Found 
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THE tempo of Palm Beach this Winter of 1937 is estab- 
lished from the moment the soft music of the darky trouba- 
dors greets the ears as the train pulls in at West Palm 
Beach, and one notes the varied smartness of the colonists 
waiting to welcome the new arrivals. “It’s almost as good 
as 1929” is heard and repeated everywhere. People are 
dressing and the shops are kept open and busy until long 
after closing hours. Night clubs are crowded to the last 
table on every gala night, and every night is a gala night 
somewhere. 

The opening of the Colony Club was comparable to the 
brilliance of a Metropolitan first night in the elegance and 
magnificence of the clothes noted. The shoulders of every 
woman present were draped with the fur of some superb 
animal. Silver foxes and white foxes, ermines and sables, 
not of last year’s vintage either, but in models that gave 
immediate evidence of being part of this year’s “catch.” 
Costumes glittered with sequins, especially in coronation 
purple, blue, gold and red. The gowns of many of the 
older women were effectively, but discreetly, trimmed with 
bands of blazing bugle beads, while the younger element 
whirled forth in tulles and nets, usually in white or black. 

While there was a constant influx of new arrivals, the 
keynote of elegance established at the Colony opening was 
repeated nightly everywhere. And shoes peeped forth as 
they moved in and out of the rhythm of a tropical rhumba 
(the national dance of Palm Beach, please note) one saw 
an overwhelming amount of gold kid and satin, more 
frequently dyed to match the gown rather than in contrast. 
Contrast was noted more often against white, rather than 
any other color. 

Interesting is the preponderance of high-cut sandals in 
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Terry Cramer Quimby 


Mrs. Quimby is well known for her fashion 
promotion work in the specialty shop and 
shoe field. This report, prepared espe- 
cially for the Boot and Shoe Recorder, is 
based upon a month’s observation of fash- 
ions worn at the Florida resorts and upon 
a coverage of the important shoe stores, 


Photo by Hal Finley. Courtesy of John H. Woodbury Co. 


the evening. While one cannot say that these exceed the 
regulation open shank sandal, nevertheless their frequency 
is significant. These are seen in gold kid, gold mesh, 
colored satin and, newest of all, in colored kid in bright 
red, green, blue and purple. Satin and crepe, trimmed with 
gold, both tinted and white, are of outstanding importance. 
Gold is obviously accepted in preference to silver. 

At the John Charles Thomas recital of the Romany 
Chorus, where Palm Beach socialites turned out en masse, 
silver kid was seen more frequently than on any other 
occasion. This was largely due to the fact that the audi- 
ence was chiefly comprised of the older and more conserva- 
tive element. Gold still led, however, and when not used 
solidly, was often combined as a trimming or heel, on 
black, white and red sandals, worn with matching gowns. 
Satin was also high in favor and appeared next in fre- 
quency. 

Pumps appeared repeatedly for evening, a note to 
watch, because they are not only receiving unusual accep- 
tance, but from all reports there is an unusual demand for 
them. These pumps are often open-toed, or with cut-out 
vamp treatments. They are evidencing themselves in black, 
solid gold or silver and sometimes in satin or moire crepe, 
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NOW we are getting into Palm Springs. Nature made 
the desert—man discovered it for his perfect Winter 
home. Over to the left is the Elmirador Hotel. First 
let’s go on to the center of town to The Desert Inn, see 
who is there and work back here later. 

Many of the early risers are just setting out for their 
bridle trail ride. Look at the men and women in their 
blue jean hand-tailored riding suits and their cowboy 
boots. It is a safe bet these blue-jean-cowboy riding 
clothes will be carried back to the North and East, 


80 we may expect to see many real cowboy boots worn , 


on the sophisticated city bridle paths this Summer. 
One really should get the background of Palm 

Springs before starting to look around. It originally 

started as a desert rest resort, due to its wonderful 


Over a shirtmaker topped pair of 
white sharkskin shorts, Tala 
Birell wears a princess coat of 
navy blue and white print cotton 
fabric. Her shoes are the new 
white canvas “Cool-ees.” 


The romper play costume in chintz 
worn by Lynn Gilbert with knitted 
cord beach shoes. 


climate. Always the warm sunshine here. Motion pic- 
ture folks were the first to discover this hideaway. As 
its fame spread, more people came, people who wished 
to be amused as well as to rest. Active sports, tennis, 
golf, riding, skeet shooting, bicycling, plenty of swim- 
ming in gorgeous pools and just plain ordinary sun- 
ning soon developed. These sports soon developed the 
creation of special styles for the wearers, which, due 
to the early season here, enable observers to forecast 
the coming season’s trends. Lately a new fashion in- 
fluence has been noted; women are dressing more for 
afternoons and for evenings. Formerly they wore 
sports clothes all day long. This will be noticeable 
at luncheon. 


Look over there. Robert Taylor is creating a great 


Fanciful sandals with tailored 
suits and dresses are a typic- 
ally 1937 note, as worn by 
Lynn Gilbert of Universal. 
The suit is a new Celanese 
fabric called Sahara cloth. 























A new and more practical version of the now- The white shoe trim- 


famous bandage shoe, worn by Tala Birell in med in color, to pick 
bright red kid to match the scarf of her beige up the contrast note in 
suit in Sada Loma cloth. the costume, gives a gay 


touch to the simplest 


> ote : sports clothes. Worn 
furore among the hotel’s front porch feminine occupants as he by Midis Zaauiilian ia 


wheels up on his nag in a pair of gabardine frontier pants, RKO. 
with a matching shirt, cowboy boots, a white suede jacket and 1 
a white ten gallon Stetson. 

Out back of the hotel in the swimming pool are many film 
celebrities in shorts and bathing suits, intent on getting a little 
additional sun. Dolores del Rio in a new slack suit which 
shows the femininizing influence that is prevalent in the new 
Spring clothes. You see she has a white gabardine suit and 
for her accessories has a white scarf and pocket handkerchief 
with polka dots in red and blue. The colors in her scarf are 
repeated in her cork soled suede leather resort shoes. 

Arline Judge, in a play suit pleated to resemble a brief skirt. 








The Palm Springs Fashion Angle. 
Miss Pauline Morgan, Stylist for 
Amalgamated Leather Companies, 
Observes the Summer Trends as 
Forecast at this Smart Resort and 


Is Interviewed 


By HARRY TERHUNE 


Judith Barrett of Universal 
wears white sandals with one 
of the new splashy prints. 


The colored shoe with the resort 
print, as worn by Tala Birell. The 
color scheme of the dress is white 
with Coronation blue, the shoes are 
blue kid trimmed in white. 





Colored sandals which are a combination of kidskin and suede, 
more colorful and dressy than usual, complete this outfit. 

A pair of the much-talked-of rompers is substituted by Dixie 
Dunbar for the ordinary play suit. Rompers are amusing be- 
cause they are just as brief and revealing as the smart play 
suits. Dixie’s are patterned precisely in the manner of the 
six-year-old. Cork soled beach sandals of colored suede carry 
the little girl illusion to its logical conclusion. 

Pauline Moore has revived the old favorite, the flannel suit 
and has given it a new look by means of a printed satin blouse 
and trimmings. Jacket—short, tailored and jaunty; blouse of 
white, satin-striped in blue and yellow; shirt piped down one 
side with a bias fold of stripes. And for shoes—those multi- 
colored suedes. 

Binnie Barnes and Gloria Stuart lie stretched out on the sand 
in twin beach coats. They wear either their short coats or the 
[TURN TO PAGE 54, PLEASE} 








SPRING 


Blue shoes with Mimosa 
Yellow accessories were 
featured in this artistic 
display by Arnold Con- 
stable, New York. 


WITH Easter scarcely a month ahead, shoe windows 
are beginning to take on the look of Spring. Displays 
featuring the new styles are beginning to replace the 
clearance sale windows that have been so much in 
evidence since just after the holidays. There is an 
evident tendency to end clearance sales earlier this 
year. The fact that Easter falls on March 28 is, no 
doubt, largely responsible, though the market and 
price situation may also be a factor. On the more or 
less staple types of shoes, and particularly men’s shoes, 
there isn’t much point in advertising clearance values 
that are below the cost of replacement. 

Color is a very important factor in the Spring shoe 
promotions, as evidenced by the fact that three out of 
the four windows we are showing this week emphasized 
this vital phase of the fashion picture. For example, 
the Arnold Constable window, New York, features a 
group of shoes in Victory Blue and suggests their use 
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WINDOWS STRESS COLORS 





“to complete your blue costume, worn with new acces- 
sories of Mimosa Yellow.” The accessories include 
costume jewelry, hats and millinery trim. 

“The Cry Is for Color” exclaims the showcard 
caption in the interesting playtime shoe window we 
illustrate from The Emporium, San Francisco. This 
was a January color promotion conducted by this well- 
known Pacific Coast store, the window featuring 
Kedettes and sandals in vivid contrasting colors. The 
former were suggested for sports wear, the latter for 
beach. Merchandise shown in this window is typical 
of the footwear accessories that undoubtedly will be 
in nation-wide demand with the advent of Summer. 

The Saks Fifth Avenue window shows not only the 
shoes and accessories, but also the colors and types of 
fabrics with which they are meant to be worn, swatches 
of the actual materials being used for this purpose. 

Portholes illuminated from within provided original 


Saks Fifth Avenue showed 
accessories with the shoes 
in this window and used 
swatches to suggest cos- 
tume colors and materials. 
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PROFITS 


and Satisfied Customers by Selling 


Dr Scholls 














When the story of the Shoe business in 
i937 is written, one of its high spots will 
be the public’s extraordinary interest in, 
and demand for,Dr.Scholl’s Arch Supports. 


This demand is already making itself felt. 
And it will grow in volume every month 
as our advertising campaign in the leading 
national magazines and in the leading 
ethical press of the Physicians of the 
country drive home the true facts about 
individualized correction of weak and fall- 
en arches, which afflict millions. ~ 


“Corrective’’ Shoes No Substitute 
for Dr. Scholl’s Arch Supports 


No person’s two feet are exactly alike. One 
may be normal, the other not. One may 
have fallen arch to a slight degree, the 
other in an extreme degree. 
Individualized fitting to each foot’s pecu- 
liar needs, a feature of Dr. Scholl’s Arch 
Supports, and progressive adjustment up- 
wards by easy stages, as illustrated at the 
right, is the only scientific and logical 
method of correction. 

No arch support or shoe of one standard 
elevation to fit a// feet, can possibly meet 
these specifications. Therefore, they can- 
not correct. 


These facts are given powerful emphasis 











ARCH SUPPORTS 


Dealers everywhere who are tying up 
to our dynamic advertising campaign 
report amazing increases in sales. Yet 
the surface has only been scratched! 


?) ® e ; p, e f 
CORRECTION OF WEAK OR FALLEN ARCHES IS WHAT 


OUR ADVERTISING IS TEACHING THE PUBLIC 
TO DEMAND 




















Dr. Scholl’s Arch Fitter makes 
possible INDIVIDUALIZED 
correction by molding the Sup- 
ports to the exact needs of each foot. 


—————— 





condition. The Support 
as very low. 







in our advertising to the consumer and to 
the physician. 

NOW is the time to align yourself with 
the forces of Demand by tying up to our 
advertising. Be prepared by ordering at 
once all the different sizes and styles of 


Dr. Scholl’s Arch 
Supports you Df Scholl's 


cases. Weir tor FOOT COMFORT 
new catalog. 


Pas Later, after the arch is 
|= accustomed to its new 
elevation, the Support 

is raised. 













“™, As the condition im- 
\. proves, the ager is 
again raised. 


FREE HOME STUDY COURSE 


Our Educational Department offers Shoe 
Dealers and their salespeople a free 
Correspondence Course on the fitting and 
selling of Dr. Scholl's FOOT COMFORT 
Appliances. Write for enrollment blank. 


THE SCHOLL MFG. 
CoO., Inc. 


Maker of Dr. Scholl’s FOOT COMFORT Ap- 
bliances and Remedies for All Foot Troubles 
213 W. Schiller St., Chicago 

62 W. 14th St., New York 
112 Adelaide St., E., Toronto, Canada 
















Finally, the arch is re- 
stored to normal. Sup- 
port need no longer 
e worn. 





LARGEST INSTITUTION OF ITS KIND IN THE WORLD —L” Sa 
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and very effective display effects created out of the 
fertile brain of Carl Ahlroth, display manager at 
The May Company’s Los Angeles store. The shoes 
were placed on glass shelves within the “portholes,” so 
that light could tone up the whole interior. The win- 
dow was sufficiently unique to stop a lot of people; in 
fact from a sales angle it proved one of the most pro- 
ductive displays the store has had in a long time. 

In the next six weeks window display men the coun- 
try over will vie with one another to produce displays 
that are out of the ordinary in appearance, in keeping 
with the spirit of Spring and the Easter selling season, 
and interesting enough to command the attention of 
customers to the extent that they will want to buy, not 
merely a pair of Easer shoes, but several pairs for use 
with different costumes and for different occasions. 
This year the costume and accessory tie-up are of the 
greatest importance, and, as one of the speakers re- 
marked at the recent convention of the Middle Atlantic 
Shoe Retailers Association, shoes are not merely shoes, 
but a very important costume accessory. In other words, 


Illuminated “portholes” 
were used as display 
stands in this unusual 
window designed by Carl 
Ahlroth for The May 
Company, Los Angeles. 
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Novel Display Ideas Produce 
Effective Results in Early Show- 


ings of New Season’s Footwear 


In an early Spring color promo- 
tion by The Emporium, 
Francisco, this window was used 


to feature Kedettes and sandals. 


they are purchased to fit into a costume picture and 
very often to complete a costume that has already been 
purchased. 

All of which means that the strongest sales appeal 
that can be made this season in the promotion of 
women’s shoes, and, in a lesser degree in the promo- 
tion of men’s, is by co-ordinating shoes and the costume 
in window displays, advertising and all sorts of pub- 
licity and promotion. Demonstrate to customers that 
you have the styles and types of shoes they will need 
to complete their Spring costumes and you have a 
good chance of selling them. Department stores and 
apparel shops are in a position to do this very effec- 
tively because they have the apparel and accessories 
to show in windows, along with the proper shoes. 
However, most shoe stores today sell accessories, such 
as handbags, which form such an important item this 
season for promotion in conjunction with shoes. And 
arrangements can be made with some neighboring 
apparel store to borrow the clothes needed for a dis- 

[TURN TO PAGE 66, PLEASE] 
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FOOT MASSAGING SHOE 


The tempo of the times is action. Quick, 
easy, full-profit sales; sales loaded with 
satisfaction; merchandise so exceptionally 
good that you KNOW that the customer will 
be back for more. 


That’s the MASSAGIC Foot-Massaging Shoe. 
It has proved a far-reaching sales stimulator 
in thousands of stores. It has made mer- 
chandising history in men’s dress shoes—and 
is continuing to establish new sales records. 


WEYENBERG SHOE MANUFACTURING CO. ¢ Muwaukee, Wisconsin 


At $5.50 and $6.00 retail, it is the only /.: 
specialty shoe of real merit that appeals to & 

that great army of young men and older 
men who are interested in a feature shoe at a 
popular price. It has more downright merit 
and talking points than most shoes selling 
for many dollars higher. 


Sail with the wind—with MASSAGICS. 35 
numbers in stock—dress and sport models 
—all are of choice styling and fine leathers. 
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STRENGTH 


The “heel to ball” portion of a shoe resem- 
bles a bridge in function. In modern fashion 
shoes, particularly of the high heel type, this 
part of the shoe should have the greatest 
strength possible without bulky construction. 








w/t 


UNISHANK Unishank is a skillful assembly into a single 
moulded unit of insole, steel, and fibre rein- 
forcer. By the application of fundamental 
mechanical principles this moulded unit im- 
parts to the shoe maximum strength through- 
out its life. © 





UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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Have you seen the NEW 


BUILT-UP HEEL EFFECTS 


‘in Scuffless Heels? 


APPEARANCE: An exact photographic re- 
production of the finest built-up leather heels. 
Outer surface is embossed, giving feeling, texture 
and finish of leather. One of these shoes has a 
“Pyraheel” covering. Notice how exactly they 


match. 


LIGHTNESS: These shoes have 16/8 Conti- 
nental heels. One shoe has a built-up leather 
heel; the other, “Pyraheel’’ in the new embossed 
built-up effect. A weight saving of 124% was 


effected by using this covered heel. 


AEG. y. 5, PaT OFF 


BUILT-UP HEEL EFFECTS 
in SCUFFLESS “PYRAHEEL” 


E. |. DU PONT DE NEMOURS & COMPANY, INC. 
Plastics Department, Industrial Division 
Arlington, New Jersey 


When writing advertisers please mention Boot and Shoe Recorder 
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4 OF course, you have ar- 

ranged some interesting 
interior displays to catch the 
eye of customers. Are they 
selling displays? Take hosiery, 
for instance. A good selling 
display with clever display and 
price cards will pick up scores 
of extra sales for you. 


g LIVEN up your window 

displays today, and 
change them around to get rid 
of that appearance of “same- 
ness." Changing the display 
cards will help. Perhaps this 
would be a good week to put 
some emphasis on men's Spring 
shoes with a special window 
showing. 


19 YOUR men's window 

and mailing should cer- 
tainly be followed up with an 
ad tonight, for Saturday busi- 
ness. And there must an- 
other ad on women's Easter 
footwear too. Arrange to have 
the ads on different pages, 
thus getting two chances to at- 
tract readers’ attention. 


~ 
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THE BET AIL 


Good Shoes Deserve Good Sales Promotion 


1 FOUR weeks of selling 

before Easter and they 
should be busy weeks. Your 
Spring Opening windows should 
be in place this morning—the 
most attractive displays you 
can devise. And the store in- 
terior should be in its new 
Spring dress too. 


5 TONIGHT'S advertise- 

ment for Saturday busi- 
ness should be a smart, style 
ad and it should be distinctive 
enough so that it will be recog- 
nized as YOUR ad. Ads can 
have distinctive style as well as 
shoes. Do yours? Or do they 
look like a dozen others? 


9 HOW long since you've 

made any sort of a mail- 
ing on men's footwear? Most 
stores do not do this often 
enough. We suggest a short, 
snappy letter, telling about 
your best selling price range, 
and calling attention to the 
special displays in this week's 


window. 


13 DID you keep a record 

of the number of extra 
pairs of hose sold last Satur- 
day through suggestion? Then 
why not do same thing 
again today? Every customer 
should be served with the 
thought, “Now, what else can 
| sell this customer in addition 
to shoes?” 


9 THIS is probably the week 

to mail out an impressive 
announcement of new foot- 
wear styles for Spring, and be 
sure it is a SELLING announce- 
ment. Tell about specific new 
styles, tell about the prices. 
Try to make your custemers 
want to come in and BUY! 
Advertise slippers and hosiery, 
too. 


6 THESE March Saturdays 

should be big, selling 
days. A little attention to sug- 
gested selling will make them 
bigger! Every woman who buys 
shoes buys hose as well. If you 
tell each shoe customer today 
about YOUR hose you're cer- 
tain to sell some of them. 


ARE you getting 
1 enough volume for your 
stock investment? Could you 
do the same volume on a 
smaller investment? If you 
don't know the answers to 
these two questions you're not 
making full use of the infor- 
mation your weekly check of 
stocks provides! 








3 YOUR first job today is 

the weekly check of stocks. 
And the next order of busi- 
ness is to take the action the 
Order at once e numbers 
where stock is low, and do 
something to put selling pres- 
sure on the slow sellers. 

















11 WHEN Easter comes in 

March, there's a long, 
juicy selling season following. 

en though you're busy now 
with Easter trade, you must be 
thinking of after Easter busi- 
ness, and ordering the new 
styles you'll need then to keep 
business humming. Don't neg- 
lect this. 


15 WINDOW displays 

should be entirely 
changed today, and new dis- 
play cards used that put more 
emphasis on Easter. You must 
have some new styles that 
have not been used. Be sure 
there's ° gees showing of 
hosiery. don't forget slip- 
pers have an important place, 
too. Of course, there's a price 
ticket on every item. 
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CALENDAR for 


MARCH 


A Working Schedule for Busy Merchants 


1 6 HALF of the pre-Easter 
selling season is gone. 
Has it been up to +, 


17 ST. PATRICK'S DAY. 
This calls for some little 
ition in your window 





tions? If not, you had better 
do something to put extra 
pressure on the remaining two 
weeks, Every day that does not 
roduce its full quota is a day 
st that you cannot ever re- 
gain! 


9 HOW about another 

table display or two of 
hosiery for this busy Saturday? 
And what other items do you 
have that could be featured in 
this way? For instance, shoe 
laces—a lot of folks who come 
in are in need of new laces. 
Do you have yours out on dis- 
play 


2 4 TODAY'S stock check 

should be reviewed with 
the thought that next Monday 
starts the after-Easter season 
and you must be prepared 


with complete stocks. And next 
week is National Foot Health 
Week. Are your stocks of cor- 
rective footwear and prepara- 
tions complete? 

















displays, if it's not more than 
a display card mentioning the 
day. And if yours is a commu- 
nity that will appreciate it, 
why not give away a lapel 
shamrock to every customer 
that comes in. 





95 Next month the first 

hardy souls will venture 
out on the golf courses. And 
a lot of them are going to dis- 
cover that the old golf shoes 
didn't survive the winter. Those 
early sales are profitable ones. 
Will you be ready with new 
styles to meet the demand? 


9 THIS is National Foot 

Health Week. There 
should be an interesting win- 
dow of corrective footwear, 
and any foot aids that you 
stock, together with some at- 
tention-getting display cards. 
This might be a good week to 
have another big window of 
children's shoes too. 


1 TAKE another look at 

yesterday's stock check 
and be sure your hosiery stock 
is ready for the last week be- 
fore Easter. And the weeks 
AFTER Easter too! Make up a 
list of any shoe styles that 
need selling pressure and see 
that every salesman memo- 
rizes it. 


9 FOR this last week be- 

fore Easter your win- 
dows should be more than 
style displays. Tay should be 
selling displays, with cards that 
STOP window shoppers, and 
with prices on every shoe on 
display. A big section devoted 
to your best seller in hosiery 
will help. 


96 TODAY'S important task 

is a good strong ad that 
will bring the customers flock- 
ing in tomorrow. And some 
time can be well spent in mak- 
ing sure stocks are ready for a 
busy day. Any numbers you 
particularly want to push to- 
morrow should go in the win- 
dows. 


3 NATIONAL Foot Health 

Week can be made a 
profitable promotion if you go 
after it. Why not a letter to 
your list, telling about the im- 
portance of corrective foot- 
wear, and the use of foot aids. 
Some stores have a foot spe- 
cialist in the store for the week. 












19 YOU'LL need a big, im- 
pressive style ad to- 
night—one that really SELLS! 
Feature the price ranges that 
are the big sellers, instead of 
trying to include everything. 
Use big illustrations, promi- 
nent prices, short snappy copy, 
and don't crowd your ad! 


9 IT'S not too late to send 

out a postal card mail- 
ing reminding customers in a 
very few words that next Sun- 
day is Easter, and that you 
have the new shoes they need. 
Such a mailing is inexpensive 
and often more effective than 
a broadside or a longer letter. 


97 TODAY'S program is 
SELL, SELL, SELL, all 
day long. And when the doors 
close tonight, pull out your 
Easter window displays and set 
in some quick style displays 
because many of tomorrow's 
window shoppers are still wait- 
ing to buy new footwear after 
Easter. 


31 TWO big jobs on to- 

day's calendar. Number 
one is to check stocks and 
make use of the information 
the check reveals. Number two 
is to review your plans for 
April and late Spring selling, 
make sure you're set with the 
merchandise, and the selling 
ideas to get business. 

















LIGHTNESS. 


in SUMMER SHOE 


.COOLNESS 


and SMARTNESS 


Original, alert styling has again produced 
a highly appealing, actively salable line 
of summer footwear which guarantees the 
Cambridge dealer sales leadership in every 
price bracket. Typically Cambridge pat- 
terns in color and material variety—light- 
ness and coolness in unparalleled degree. 


Last season, most summer shoe wearers 
experienced or heard of that remarkable 
Cambridge development which ushered 
in a new era of summer foot comfort— 
AIR-O-FLOW construction. 
they will want more of it, because no 
other summer shoe construction can com- 


pare with AIR-O-FLOW for lightness, 


coolness and shapeliness. 


This year, 


mbrid 


Cambridge dealers know the quick sales 
and repeat sales value of the unique AIR- 
O-FLOW construction. All dealers should 
compare it with the older, heavier meth- 
ods, and seize the advantages gained from 
carrying the most styleful, coolest, most 
comfortable summer line in the market. 


CAMBRIDGE RUBBER CO. 
Cambridge, Mass. 


NEW YORK: 125 Duane Street — BOSTON: 600 Atlantic Ave. 
CHICAGO: 317 W. Munroe Street 
ST. PAUL: Broadway & Prince Sts. 


CAMBRIDGE RUBBER LTD.—Sales Offices, Confederation 
Bldg., Montreal, P.Q., Plant at St. Remi, P. 9. 
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Safe Bets for Tewn or Turf 


with derbies. Slacks are seen for coun- 
try wear in combinations of Harris 
tweeds, gabardines and flannels with 
brushed up Shetland jackets. Semi- 
sport types of suits include Glen plaids 
and striped cheviots and unfinished 
worsted—as well as monotone tweeds 
with bright overtone plaid. 

For town wear the trend in lasts is 
toward a very much fuller and squarer 
forepart, the newest trend being the 
Continental type which is illustrated 
by the black shoe in the large photo- 
graph. Still another trend is a slightly 
more pointed, if fuller toe, a trend 
directly traceable to the walled last. 
In the square Continental type, the tip 
is made considerably larger with a 
much heavier perforation. This shoe 
also has a welted heel seat and a par- 
ticularly broad, full shank. In the 
opposite, or more pointed trend, there 
is still plenty of meat in the forepart 
and this type can in no sense be con- 
sidered the long, slim ultra-custom sort 
of thing we saw a few years ago. It is 
very much fuller through the ball, too 
—an illusion which is heightened even 
more by the right and left pattern fea- 
tured in the second shoe. Extensions 
are very much more closely cropped 
and handled with definite restraint. 

Flexible types in various construc- 
tions will be decidedly important for 
Summer wear. The interest in this 
type of shoe has been steadily increas- 
ing and the comment it is causing 
among the retailers who sell them and 
the customers who buy them will do 
much to promote their further popu- 
larity. 

The trend in colors is toward a very 
much lighter brown. Some new interest 
is being shown in black—a’ logical 
development because of the increased 
interest in grey clothes and also be- 
cause the Continental type last is par- 
ticularly smart in black waxed calf. 
We illustrate in the lightweight Sum- 
mer types a combination of two tones 
of grey. We do this with the full 
knowledge that it is open to some 
criticism, but also with the conviction 
that it has a definite place in certain 
grades. It is well to remember that 
grey is a very tricky proposition, but 
it has been successfully promoted in 
the past season by a leading group of 
retailers and it was bought in Chicago 
in considerable volume. 

Materials included in the shoes illus- 
trated are black and brown calfskin, 
brown kid and a new leather, French 
cordovan, which is the very beautiful 
shade of brown, often seen in fine sad- 
dlery. Patterns include square tips and 
medallion perforations in bals and 
bluchers and brogues—with particular 
accent on the classic brogue, best illus- 
trated by the fourth shoe in the large 


photograph. 
The picture for country, you will 
readily see, is a varied one—running 





[CONTINUED FROM PAGE 31] 





Two shoes popular with young 
men with a conservative taste 
are these wing tip styles in 
black calf. The wing tip brogue 
on the left is from the Inter- 


national Shoe Co. The plain 
wing tip is from the Brown 
Shoe Co. 


the complete range from chamois 
colored reversed calf through Nor- 
wegian grains and elkskin to the new 
scuff-proof and very much darker 
brown reversed calf. Particularly im- 
portant is the chamois colored re- 
versed calf with a crepe rubber sole 
in the four-eyelet blucher. The crepe 
rubber-soled Skokie in a rich red brown 
reversed calf is an ideal warm weather 
country shoe. An interesting treat- 
ment is the tan calf bal strap and 
quarter overlay in an otherwise all- 
plain reverse calf shoe. Norwegian 
types are seen in combinations of tan 
reversed calf and tan calf and in 
smoked elk with tan calf overlays. 
Illustrated, too, are brogues in tan 
Norwegian with a rubber slit sole for 
rough country wear and in tan reversed 
calf with heavy wine red crepe rubber 
sole. 


MERCHANDISE SOURCES 

{For illustrations on pages 30-31] 
The large photograph—right to left: 

A new last and pattern with a very 
much fuller forepart, fuller shank and 
welted heel seat in black waxed calf 
from VULCAN CORPORATION. 

Tan calf custom toe illustrating the 
use of right and left patterns, in a 
particularly high-grade shoe from 
STACY-ADAMS COMPANY. 

A square toe custom type in tan calf 
with wide extension and deep spade 
from JOHNSTON & MURPHY. 

Wing tip brogue of French cordo- 
van-—a new material, rich and warm 
in cast, from STACY-ADAMS COM- 
PANY. 


The lightweight group—right to left: 


Three lightweight, square tipped 
models from M. A. PACKARD COM- 
PANY, WINTHROP SHOE COM- 
PANY and WALL-STREETER SHOE 
COMPANY, respectively, illustrating 
various constructions and treatments 
of the flexible idea. 

A combination of two tones of grey 
for street and country wear from 


FREEMAN SHOE CORPORATION. 


COUNTRY GROUP—Right to left— 
top to bottom: 


Brown reversed calf with tan calf 
bal strap from JOHNSTON & 
MURPHY. 

Tan Norwegian full brogue with 
rubber slip sole for rough country 
wear from STACY-ADAMS COM- 
PANY. 

Four eyelet brown reversed calf 
Skokie with crepe rubber sole from 
M. A. PACKARD COMPANY. 

Chamois colored reversed calf 
blucher with heavy crepe rubber sole 
from WALL-STREETER SHOE COM- 
PANY. 

Brown reversed calf, full brogue 
with heavy wine colored crepe rubber 
sole, from E. E. TAYLOR CORPOR- 
ATION. 

A Norwegian combination of tan 
calf and smoked elk, from ENDI- 
COTT-JOHNSON CORPORATION. 


Douglas to Open New Stores 


BROCKTON, Mass. — Several new 
stores are to be added this Spring 
to the chain operated by the W. L. 
Douglas Shoe Company of this city. 
Included is an exclusive men’s store 
located in the Rice Hotel in H vuston, 
Texas. Other new stores will be those 
at 319 Bridge St., Springfield, Mass.; 
375 Essex St., Lawrence, Mass.; and 
122 Newark Ave., Jersey City, N. J. 

The stores now located at 1152 Main 
St., Bridgeport, Conn., in Wilmington, 
Delaware and in Jamaica, L. I., are 
to have new fronts and will be thor- 
cughly remodeled. This store moderni- 
zation program will be continued, it is 
announced, until all Douglas stores are 
of the latest design. 
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piped with gold or silver and dyed to 
match the gown. 

Nothing but high heels are in evi- 
dence at night, and, furthermore, not 
a single shop has had a single demand 
for anything else. To sum up this 
evening picture, about 80 per cent of 
the shoes worn at night are sandals. 
Of these, 60 per cent are the regula- 
tion open shank type, while the remain- 
ing 40 is importantly high-cut. 


The Daytime Scene 


Even as the opening of the Colony 
represented a cross-section of what 
can be expected in the evening, so the 
Perry-Vines tennis match held at the 
Everglades Club revealed an equally 
complete picture of the spectator sports 
mode. Solid white represented about 
50 per cent of the picture... in kid, 
calf, linen, buck or doeskin. White 
kid or calf was seen most often in a 
high sandal strap with eyelets all over 
from its toeless tip to its heel-less back- 
strap. This model has been seen time 
and again at the Everglades at lunch- 
eon, at the Colony. during the cocktail 
hour, at Bradley’s and at the races at 
Hialeah. 

The outstanding note, however, was 
variety, the theme being that the shoe 
must contribute a definite accent to the 
ensemble. Black and white sandal 
pumps, in patent, sans toes and heels, 
the black and white used in oblique 
horizontal strips across the vamps was 
seen on two very smart women in 


different parts of the grandstand. 


A blue dark linen sandal was seen 
in contrast to a pink crepe dress. 

A woman in a blue and white novelty 
print wore an embroidered raffia 
starred linen sandal in blue and natu- 
ral with ankle strap and toeless. 

Frequently one observed a white 
dress with a colored sash, colored hat 
and bag, with white buck pumps. Mrs. 
Stanley Gensler subscribed to this, 
using blue for accent. 

The two Campieri sisters wore black, 
high-cut mesh oxfords with a white 
linen skirt and black linen shirt. Seen 
on a half dozen smart women, com- 
bined with white, or a pale shade of 
blue, were deep red (but not a wine 
shade) colored calf sandals, the shoes 
accenting the belt or a band on the hat. 

A red and white print dress was 
worn with a popular cut-out sandal in 
white linen with cut-outs up the in- 
step accented by bows. Delman’s new 
polka dot bandanna shoe was observed 
on two different women, once in brown 
and once in navy, as an accent to 
white. 

Blue and white competed strongly 
with the classic British tan and white 
on this occasion. From reports of what 
they are buying in the resort shops, 


~ 
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The Season in Swing 


[CONTINUED FROM PAGE 35] 


‘Sources 
(For illustrations on pages 34-35] 





1. The white linen swing strap, an 
extremely successful shoe with SAKS 
FIFTH AVENUE. 


2. Moccasin treatments continue im- 
portant. DELMAN. 

3. The Milano, a favorite model 
with slacks. BONWIT TELLER. 

4. White buck with colored snake 
trim and lining, a LAIRD SCHOBER 


leader at Burdines. 


5. White fabric with black patent, 
as featured in Miami by 1. MILLER. 

6. The fish net sandal is the pop- 
ular beach shoe. U. S. RUBBER. 

7. The polka dot bandanna shoe 
as featured by DELMAN. 

8. The open heel ghillie oxford, a 


very popular type in calf or kid. A 
Paltei de Liso shoe from BONWIT 
TELLER. 





the Palm Beach opinion is all in favor 
of blue and white in preference to the 
accepted brown and white. However, 
wherever one goes, 50 per cent of the 
women who have any color afoot, still 
wear brown and white. One can only 
conclude this, to back up the report 
of the merchants .. . that the South- 
ern sojourner definitely waits to com- 
plete her wardrobe after she arrives, 
and finding herself without a fashion 
of growing importance, like the blue 
and white shoe, cumulatively creates 
a concentrated demand for it. 

This is especially true regarding the 
sale of the staple oxford and the ex- 
tremely important open-toe, open-heel 
sandal. From all opinions 75 per cent 
of all shoes purchased in the resort 
shops are reported to be in this latter 
category, which would create a fal- 
lacious picture if taken on its face 
value. 

What about oxfords? They are the 
backbone of every resort wardrobe, yet 
comparatively few are being sold here, 
due again to the fact that practically 
every woman buys her “musts” back 
home. The high-cut oxford, ranging 
from three to six-eyelet types, are 
more frequently seen than the one or 
two-eyelet ties. Very new and popular 
is a new ghillie oxford (illustrated) 
with seven eyelets, seen often in white, 


and spied ‘wice in sardonyx patent 


. . - also noted in yellow calf. Yellow 
shoes and yellow and white shoes are 
a high note. 

Perforations of all sizes mark both 
pumps and oxfords of the classic spec- 
tator type. This was especially evi- 
denced at the tennis matches. From 
pinholes to portholes, with the fairly 


large perforations dominating. 


At the Tennis Matches 


Also at the tennis matches, young 
girls appeared in high-throated moc- 
casin-type gored step-ins, in all white 
or in brown and white. A great many 
of the younger girls wore heels as flat 
as 10/8 heights. But the established 
heel for daytime is 16 and 14/8, while 
the afternoon shoe is definitely high- 
heeled, ranging from 20 to 21 and 
22/8. The number of high-heeled shoes 
worn with sports clothes, even with 
shorts and slacks is notable. 

Palm Beach is not very print- 
minded where shoes are concerned 
although a tremendous amount of 
printed crepes and novelty printed cot- 
tons appear in dresses. There is one 
striking shoe-exception, a toe-less and 
heel-less, sandal strap model, with nar- 
row cut-out strips climbing high on 
the instep ... this was seen frequently 
at the Breakers at cocktails, at the 
Bath and Tennis and also three differ- 
ent times at the tennis matches, This 
model was also seen in blue linen worn 
with white, 

The favorite—in fact, the universal 
daytime last—is a rounder-toed one. 
Square toes are never seen and only a 
few times were squared heels observed. 
The high-eut sandal is definitely the 
newest and most important note in re- 
sort footwear—a note that will un- 
questionably continue even more strong- 
ly into Spring and Summer. Certainly 
women’s feet never looked “prettier” 
and that is the only adequate descrip- 
tion to use. 

At the Everglades on Wednesdays, 
when they serve their tombola buffet 
luncheons, an amazing amount of 
patent leather sandals appeared in 
royal blue and several in sardonyx or 
white. Navy is also frequently seen in 
patent. Colored suedes are also seen 
frequently. Usually combined with 
white or with a deep Coronation blue. 
Black linen and black suede have also 
been noted on the street, at luncheon 
and at the cocktail hour . .. usually 
in open toe and heel sandals, worn with 
white crepe late in the afternoon. We 
also noted the black linen sandal twice 
in’ one evening worn by some very 
pretty young girls with white linen 
gowns. : 

In fashionable circles the high-cut 
sandal is increasingly significant, but 


[TURN 0 PAGE 82, PLEASE] 
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RIDE THE CREST OF 


Star Brand men’s lines, 
with Uptowns as leaders, 
include a complete range 
of styles in White shoes 
for every occasion at 
prices that retail profita- 


bly from $2.95 to $6.00. 


Complete line of high and low 
heel patterns in Spring and 
Summery Whites for women, 
from “hot” novelties to the more 
conservative types at retail prices 
ranging from $2.50 to $7.50 


Fit Poll-Parrots on the feet of 
the hundreds of youngters in 
your community who will buy 
shoes for confirmation during 
the next several weeks. Poll- 
Parrots in Welts, turns, McKays 
and stitchdowns represent out- 
standing values in each grade 
and price Tange. See them. 

















THE WHITE WAVE INTO SUMMER 


WITH 


STAR BRANE 
SHOES 


Complete specialty lines in 
&, all popular price ranges 
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Everything New Under the Sun 


[CONTINUED FROM PAGE 37] 





A saddle shoe in white buck with a new note, the white 

welt, from Nunn-Bush Shoe Co., and a rope soled shoe 

in blue canvas with white rubber binding from Alfred 
Hale Rubber Co. 


long flaring ones, fastened up the front 
like a house coat. Even their bathing 
shoes introduce new color ideas into 
beach wear. 

I. Miller’s, Bullock’s and the new 
Desmond store, all branches of Los 
Angeles houses, have shops here. And 
among the visitors in Palm Springs 
from back East, I found Miss Pauline 
Morgan, stylist for Amalgamated 
Leather Companies. 

“Do you think that all those colored 
sandals shown at the Chicago Shoe 
Fair are going to be sold this Sum- 
mer?” I asked Miss Morgan. 

“Tt looks as if all your celebrated 
motion picture stars, the smart Los 
Angeles women, and _ fashion-wise 
women throughout the land, are going 
to demand colored sandals as a neces- 
sity shoe in their wardrobe. Colored 
shoes will add a new note to the all- 
white costume. 

“The all-white shoe is smartest when 
worn with vivid prints and sheers. One 
sees fine examples of this trend today 
right here. There is no matching of 
shoes with the color costumes. Blue 
shoes are worn with the blue skirt and 
white blouse and they are also seen as 
the one color accent with gray or 
whites. Red shoes—and how many red 
shoes we see—are used as the red 
accent in all gray, white or blue frocks. 
It is worth emphasizing that there is 
practically no shoe color matching this 
year. Shoe colors are being used as a 
color accent, which means more color- 
ful and beautiful shoes, to say nothing 
of more pairs of shoes being needed.” 

Valuable hints on what smartly 
gowned women who are always in the 
public eye think about shoes were in- 
teresting. Two good examples of shoes 
carrying the color accent were right 
with us. Binnie Barnes was enthusi- 
astic about her open toed sandals in 
navy and white kid which she was 
wearing with her printed blue and 


white silk frock, blue gloves and a 
blue flower on her white hat. Maxine 
Jennings had on a white sharkskin 
frock, open at the neck, A blue and 
white polka dot scarf at: the neck, 
another at the waist and her shoes of 
white kid, with novelty blue kid at the 
toes furnished the pleasing color tones. 

In every case, these players are plan- 
ning on a wide assortment of shoes, 
particularly colored sandals for Sum- 
mer clothes and black, navy, gray and 
chaudron footwear for their darker 
clothes. Except in the case of strictly 
sports wear, there was ample evidence 
on every hand of a decided interest in 
the more feminine footwear. 

Climatic conditions in Palm Springs 


in February..petmit-the introduction of 
smart Summer fashions which will be 
reflected. in Eastern centers in June 
and July. Open toe and open heel] san- 
dals in light-weight materials, in multi- 
colored kid suedes, coronation colors in 
kidskins (many shoes with high ankle 
straps inspired by the bandalette intro- 
duced by Perugia), brilliant crepes, 


-linens and tailored types in baby calf, 


lizard and kids, that’s the story of 
Palm Springs. One of the newest 
pumps is developed in black, navy and 
chaudron colored kid with tips and fox- 
ings of patent leather. This type of 
shoe is a forerunner of what to expect 
for early Fall. 

An entirely different kind of shoe, 
already seen at Palm Springs and at 
the smart rendezvous in Los Angeles 
is the oxford cut, open and laced up 
the front from toe to just above the 
instep. This style, borrowed from the 
skating shoe, promises to be one of 
the high spots in Summer shoe styles, 
judging from our questioning here. When 
people as fashion-minded as those we 
chatted with here today all like a cer- 
tain general style, then it is sure to 
find general acceptance. Grouped port- 
hole perforations, pipings, cutouts, 
straps and bandings characterize the 
1987 shoe. Trimmed pumps and ox- 
fords, introducing laced gorings and 
laced effects were apparently well 
thought of by the glamorous people of 
the films. 

One prominent movie star at Palm 
Springs told us: “My white shoes are 
even more in demand than formerly, 
because the addition of color in my 
shoes emphasizes the need of an all- 
white shoe in kid, suede, buck or linen.” 





Play Days Bring Variety of Shoes 


[CONTINUED FROM PAGE 33] 


elk often takes the place of the calf 
in the materials. 

The sport and semi-sport types hold 
the volume sales throughout the boys’ 
shoe field, as these shoes are the big 
numbers in department and local stores 
throughout the country. Probably the 
most important types included in the 
above category are the plain-toe sad- 
dle oxford and the plain-toe blucher. 
Included also is the moccasin-type ox- 
ford which has for some time been a 
popular number with boys and parents 
alike. 

Rubber and composition soles are 
most popular in this phase of the 
boys’ field, probably because of the 
parental influence, as these soles stand 
up well under the pounding they re- 
ceive from the average boy. Then 
again, boys like the rubber soles as 
they combine this feature of the 
sneaker, the popular boys’ shoe for the 
Summer months. 


For the Summer whites, the average 
boy seems to prefer a fifty-fifty toss-up 
between the all-white shoe and the com- 
bination of brown and white or black 
and white. For the all-white shoe, the 
wing tip shoe holds popular sales. For 
the combinations, boys’ prefer the white 
and brown or white and black saddle 
oxford with rubber or gum soles. Also 
in the combinations the two-tone 
brogue is popular with boys. 

There has been an increasing play 
on corrective types shoes for boys this 
season, manufacturers’ representatives 
report, not to any great volume but 
enough to attract attention. This should 
be a point for the retailer to bear in 
mind and if he has not already stocked : 
some of these shoes it might be well 
for him to do so as long as this foot 
health consciousness on the part. of 
parents brings them in asking for this 
kind of shoes for their children. «. 
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Smooth, lustrous, but unglazed — available Y 
in summery tans and browns — Cretan gives 

life and character to many a Spring line. Its 

general recognition this Spring shows that design- 

ers know which way the wind blows. Today they % 
are giving the public a year-around shoe wardrobe 

of Gallun’s vegetable tannage, in medium price — 

ranges as well as the higher brackets — and lead- 


ing merchants are featuring vegetable tannage 
all around the calendar. 


A. F. GALLUN & 
SONS CORPORATION, Milwaukee, Wis. 
tr, 


Ss. 


® 





When writing advertisers please mention Boot and Shoe Recorder 


















ae ee Ge Fae > 
that builds 
Turnover 


FEATURES 
that build 
a Demand 





A NAME 
that builds 
Acceptance 

















YOU CAN FIT ALL TYPES OF MEN’S FEET © 
..- 100% Better Than Ever Before 


The Original Doctor Shoe for high-arched feet is now sup- 
plemented—with the Doctor Stabilizer Balanced Control 
for low arches. Both are active a of healthy feet 
and healthy turnover. A Name, Features, Styles. And Ad- 
vanced Styles, expertly finished by Racine Union Craftsmen. 
Scientific Designing along with all other advantages gives 
you a men’s line-up that has everything. For men who 
require correct footwear; for men who want real value. 
Detailed information regarding the Doctor line and samples, 
we will gladly send at your request. 


For Low Arched Feet 











For High Arched Feet 
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Spring into Summer 
in Town 
[CONTINUED FROM PAGE 29] 


too easy to sell and too adaptable to 
too many costumes! 

The only way to have an ultimately 
successful season is to sell a customer 
several pairs of shoes. And the only 
way to do that is to promote a va- 
riety of ideas. 

The recent success that many stores 
have had with light wine red colors 
(Carnelian, cherry, or what have you) 
in calf or kid shows what can be done 
with a fashion promotion. From now 
on, we believe, every store would do 
well to spice up its bill-of-fare with 
some different fresh fashions to stimu- 
late the customers’ appetite for after 
Easter. 

What might those fresh fashions 
be? With print ensembles so strongly 
in the picture, open types are alto- 
gether logical. This black or blue shoe 
is also ultra smart to pick up the 
neutral costume, gray or beige, that 
is so important this Spring. Then 
there’s a place for the beige and tan 
combination for travel coats and casual 
suits in beige mixtures and pastels. 

Every smart customer should be 
interested in a contrast color shoe. 
Rust tones and wine tones are the 
early Spring candidates, with the high 
Coronation colors following on for 
April and later. 

And when really warm weather 
comes, there is also a real opportunity 
to sell new black and blue shoes for 
town distinguished from Spring ver- 
sions by their still more open treat- 
ments. Dark shoes with light lines 
are the new extra pair to play along 
with white for Summer in town. 


Merchandise Sources 
[For illustrations on page 28-29] 

1. A dark gabardine shoe with the 
light airy look that recommends it 
for late Spring and Summer. Selby. 

2. The wrapped line in a perforated 
suede spectator shoe. Walkover. 

3. Beige and tan combination shoe 
a good tailored type for late Spring 
promotion. Enna Jettick. - 

4. Walking oxford in gabardine 
and kid with new sandalized treat- 
ment. Brown Shoe Co. 

5. Kid shoe with the molded 
wrapped look and the light lines of 


the new silhouette. Brauer Bros. 





6. The high line and open treat- 
ment in a white kid town type from 
International. 


7. The open patent leather shoe so 
important with prints and dressy 
beige costumes. Johansen Bros. 

8. Carnelian gabardine and calf in 
a late Spring, open toe swing strap 
from Gregory & Read. 

9. White kid with imitation lacing 
for a new decorative detail. Endicott- 


Johnson. 
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In white pootweat, there's nothing to 
compare with Kid / 


Dn white Kid, there 2 nothing to compare 
with 


AMER’S 
WHITE KING KID! 


Beyond a doubt, White King Kid is the out- 
standing white kid on the market today... 
it is the finest white obtainable . . . it has a 
natural light finish and distinctive, beautiful 
texture which delight the woman looking for 
white shoes at once modish and truly white! 

Show your customers shoes of the Incom- 
parable White Kid—Amer's White King Kid 
—and they'll agree it's the finest white there 
is anywherel 


BLACK 
GLAZED 


WHITE SUEDE 


Weltem Ane Canary 


PHILADELPHIA 
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lt means 


FASTER TURNOVER 


when you can say: 





5 are 


because: 


Rock Oak Soles wear longer... 
and that’s what customers look 
for. 





From the selection of the green 
hides, all through the tanning 
process, to the final sorting, 
“Longer Wear’ is the watchword. 


Shoe retailers have found that 
longer wearing Rock Oak Soles 
help move merchandise quicker. 
Ask your manufacturer to use 
Rock Oak. 


The American Oak Leather Company 


Cincinnati Chicago 
St. Louis - Boston 
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Coronation Styles 
In Footwear 
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The above patterns, developed in red, blue and gold 
kid, a material which meets the commands of the Lord 
Chamberlain, have been suggested by Mollie F. Page of 
London Fashion Features as shoes appropriate for the 
Coronation. The second shoe from the top, adapted 
from Britain’s Union Jack, is being launched in honor 
of the Coronation by a member of England’s boot- 
makers, 
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Merchandise Sources 


[FOR MEN’S SHOES ILLUSTRATED ON PAGES 26-27] 


A Norwegian model in white buck and tan willow 
calf—GEO. E. KEITH COMPANY. 

Plain toe model in white buck with stream-line lace 
stay of tan calf and tan calf overlay on quarter—M. A. 
PACKARD CO. 

A favorite with younger men—white buck with tan 
or black calf saddle and bright red rubber sole—WAL- 
TER BOOTH SHOE CO. A similar shoe from NUNN- 
BUSH SHOE CO. 

Scotch tip, medallion perforated, grey calf on white 
buck—FREEMAN SHOE CORPORATION. 

A very light trim of tan alligator on white buck— 
C. H. ALDEN SHOE COMPANY. 

The much-talked-of bull-frog trim on white buck in 
a fuller toe—STACY-ADAMS COMPANY. 

A squarer toe model indicating the English trend, 
medallion perforated square tip in tan calf and a very 
heavy tan calf trim—GEO. E. KEITH COMPANY. 

Lighter tan calf on white buck, tan calf lace stay 
and overlay on quarter— JAMES A. BANNISTER 
COMPANY. - 

White buck, ventilated model, illustrating how prac- 
tical punching can still make a very attractive de- 
sign—GEO. E. KEITH COMPANY. 

The classic medallion perforated wing tip brogue 
with black sole--the ideal: “white flannel” shoe— 
WALL-STREETER SHOE COMPANY. 

Perforated and embossed white calfskin with plain 
white buck tip overlay and quarter foxing and black 
sole—JOHNSTON & MURPHY. 

A plain toe model with tear-drop perforations— 
ENDICOTT-JOHNSON CORPORATION. 

A quilted design in a perforated model in white 
calf—JARMAN SHOE COMPANY. 

A square tipped white buck brogue with black sole— 
WALL-STREETER SHOE COMPANY. 

A white buck deck shoe with a reinforced rubber 
sole and novelty blue reversed calf tongue—C. H. 
ALDEN SHOE COMPANY. 

A ventilated pattern, combining medallion perfora- 
tion and practical punching on vamp and quarter— 
WINTHROP SHOE COMPANY. 

The sport coats—courtesy TWYEFFORT, INC. 

Handkerchiefs and scarfs—BENJAMIN WOLF. 

The white Norwegian type shoe from CHARLES A. 
EATON CO. 

Crepe rubber sole sandal in smoked elk from KEP. 
NER-SCOTT. 


White buck ring sandal with leather sole from 
EDWIN CLAPP & SON, INC. 





BIRDS 
WATCH 


HANNAHSONS 
FOR GREATER VALUE 


INnSANDALS 
Crosby e 


CROSBY-IN-STOCK 


R1634 White Kid AAA to C $2.35 


R4404 Black Gabardine 
AAAtoB 2.10 


R4406 Brown Gabardine 
AAAtoB 2.10 


R4408 Blue Gabardine 
AAAtoB 2.10 


R4410 Grey Gabardine 
AAAtoB 2.10 


R5530 White Linen AAAtoC 2.00 


66 Last, Round Toe, 
21/8 Continental Heel 


ALL ABOVE NUMBERS 
ARE ALSO IN STOCK 
WITH 16/8 CUBAN 
HEELS 


Chins 


CHERIE-IN-STOCK 


R2297 White Kid 
AAA to C $2.35 


R4827 Black Gabardine 
AAA toB 2.10 


R4329 Blue Gabardine 
AAA toB 2.10 


R4831 Grey Gabardine 
AAAtoB 2.10 


83 Last, Round Toe, 
16/8 Cuban Heel 


ALL ABOVE NUMBERS ARE 
ALSO IN STOCK WITH 21/8 
CONTINENTAL HEELS 


Terms 2% 10 Days F.O.B. Factory 


HANNAHSONS - ces het 
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| RIGHT NOW | 
CAN FILL YOUR 


¢ For one reason or another retailers in all 
parts of the country are short of shoes. And 
this, the first Spring in seven years when the 
public is literally clamoring to buy shoes at 


high-grade prices. 


In this emergency Walk-Over is ready. 
Not only to keep its promises to its present 
customers. But to supply all responsible re- 
tailers in communities where we are not now 
represented. Phone, wire or write for men’s 


and women’s catalogs or samples today. 


GEO. E. KEITH COMPANY 
CAMPELLO, BROCKTON, MASS. 


ADVERTISING AMMUNITION 


National campaigns in Esquire, 
Collier’s, Apparel Arts, Vogue, 
Harper’s Bazaar, Woman’s 
Home Companion. Including 
color pages. Directly tied to 
your store by means of this ma- 
terial supplied FREE. 

Pian Book: 103 pages contain- 
ing newspaper ads, window 
ideas, publicity, etc. 

Giant Biow-ups: Including 
some in full color. 

Window Cards: Full color. 
Window Streamers: Color. 
Price Tickets: Color. 

Style Folders: Full color; you 
pay part cost. 

Package Inserts: Full color. 
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NOW 













Supply any or all your 
Spring and Summer needs! 
Men’s and women’s styles—street, 


sports, arch types. Grades from $6.75 
to $10.50 and up. 


World’s largest fine grade 
stock department! 


24-hour service, 90% shipments. 325 
active men’s and women’s lines con- 
stantly sized. 

200,000 sizes at your call. 


No Quotas! 


You can “ease” into this line. Not 
necessary to tie up your funds in pur- 
chases of big range of styles and sizes! 


COMPARE! 
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WALK:OVER 


| SPRING ORDERS! 
































STYLES THAT BECOME 
MILLION-DOLLAR SELLERS 


“We are sold on Walk-Overs 


and from our experience we can heartily recom- 
mend them to you.” 


Denver Dry Goods Co., Denver, Colo. 








“Cleanest profits in the store 


...our final net profit on Walk-Over exceeded the 
profit on any other line or combination of lines in 
the store.” 





Jenss Bros., Niagara Falls, N. Y. 





Walk-Over Cabana: Has 
already brought Walk-Over 
retailers over 9 million 

1 40% fit. , 
Sct? beteiatie tostec ... for a merchant on the coast, 3000 miles away 


lume at $8.50. . ° ° ° %9 
= Giniidden tennswaik from the market, we think is doing pretty well. 


1929: 21,200 pairs of this Frank Werner Co., San Francisco, Cal. 
single number shipped in 


one year from our steck de- 
partment alone. One dealer 


sold 127 pairs in 30 days. PHONE...WIRE...OR MAIL COUPON 


The answer is FIT with cus- See eee eee RE EERE 


looks. 
oo Geo. E. Keith Company 
Campello, Brockton, Mass. 
I am interested in the Walk-Over line. 


“Three to four times turnover 








O For men. (CJ For women. 

C) Send salesman with complete line. 

C Send selection of samples. 

C Send men’s catalog. CZ Send women’s catalog. 
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There’s no more gruelling test of shoe lin- 

ings than the constant foot friction of a track 
inspector. That’s why so many manufac- 
turers during the past thirty-five years have 
consistently used Pepperell Wearproof Shoe 
Lining Fabric. During that time there has 
been not one complaint because this fabric 
has torn. ‘You'll build a sound volume of repeat 
sales with work shoes lined with Pepperell 


Wearproof Fabric. PEPPERELL 


PEPPERELL MANUFACTURING COMPANY Ee: 


SHOE FABRICS DIVISION « 160 State Street, Boston, Mass. FAB RI c 
Branch Offices: Putavetpmia + Cincinnatr + St.Louis + MILWAUKEE FABRICS | 


When writing advertisers please mention Boot and Shoe Recorder 
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THOSE NEW SHOES YES, AND THEY WILL |] WANT A PAIR I'LL SHOW YOU THE 
CERTAINLY SHOULD iG SOLD--THEY'RE OF SHOES THAT SMARTEST COLORS 


SELL.LOOK AT THAT Bi ROSEBAY WILL ARE REALLY NEW AND STYLES IN 
BEAUTIFUL LEATHER CALF awe AND SMART TOWN 


$ ° ~ (Fe 
. “e LATER 


~ 
~ 


OH!! LOVE THEM -- BUT 
WILL SHOES AS DELICATE 
AS THESE, WEAR ? 


WONDERFULLY ! MADAM 
AND THEY WONT SCUFF 
THE LEATHER !S ROSEBAY 
WILLOW CALF 


~ 
S- 


THEY'RE S7/LL 
MY BEST SHOES. 
WHEN | WANT 
TO FEEL REALLY 
DRESSED UP | 
WEAR MY 
ROSE BAY 
WILLOWS 


—] 
— 
bial 


The retailer whose spring and summer lines of footwear are 
fashioned of Rosebay Willow Calf, Princess Calf, Cadet Pat- 
ent, serves his customers, pleases his customers—insures his 
— of better looking, better fitting, better wearing 
shoes. 


These leading leathers are the result of careful selection, cor- 
rect tannage and master craftsman finish. They retain their 


beauty long after the expected span of shoe life has been 
reached, 





HIDE ADD LEATHER COMPANY 7x71 
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IT HITS THE 





NO “ALL-PURPOSE” 
CLEANER! 


REMEMBER THIS AND THE CUS- 
TOMER WILL REMEMBER YOU. 


BUNNY BAGS—the handy little dry 
cleaner is made specially for the nappy fin- 
ished leathers. 


That’s why leading shoe manufacturers 
have recommended BUNNY BAGS for 16 
years. 

They keep BUCK—SUEDE—and FAB- 
RIC WHITE SHOES looking right—right 


along. 


....BUNNY BAGS do not injure nappy 
leather. 


....- BUNNY BAGS do preserve the finish. 
Complaints and returns are eliminated—re- 
peat orders encouraged—and GOOD WILL 
IS PROTECTED. 


NO STOCK IS COMPLETE WITHOUT A 
SUPPLY OF BUNNY BAGS 


Send for your trial order—today. 


BUNNY PRODUCTS CO., Inc. 


PORT HURON, MICH. 


DISTRIBUTORS 
East Mid-West 
LAING, BARRAR & THOMPSON-EHLERS CO., 
CHAMBERLIN, Inc., Chicago, Ill. 


Phila., Pa. 
Western Sales Agency—Ross E. Wright, Los Angeles 
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“Tact-Exempt” Sales Folk 


A FEW YEARS ago, one of the large retail establish- 
ments of one of our cities inaugurated an intensive 
survey to ascertain, as far as possible, just what had 
happened to numerous accounts of stability which 
had become inactive. The exhaustive report sub- 
mitted by their expert contained some information 
manifestly to the discredit of the several floor-managers 
—as well as to the accounting department heads. 

For, the analysis clearly demonstrated, that the mat- 
ter of price was of little concern—less than five per 
cent having made any reference to expense. More than 
twice that number complained of errors in deliveries; 
as many others censored mistakes in the billing de- 
partment. But more than seventeen per cent stated 
that they had discontinued their patronage owing to 
carelessness, indifference or discourteous attention from 
the sales force. 

This report brought considerable consternation to 
those who were responsible for the personnel of the 
employees. With insistent regard for all the require- 
ments in the maintenance of a high standard of sales 
staff—experience—punctuality—personal appearance 
—disposition—all important requisites—just one vital 
essential appeared to be neglected: an overwhelming 
lack of tact. 

Too many well-educated, well-meaning people are 
tact exempt. Mr. Webster defines tact as: “nice dis- 
cernment of the best course of action under given 
conditions; especially ability to deal with others with- 
out giving offense.” And it seems impossible to pur- 
chase and most difficult to acquire. 

With many years experience in engaging salespeople, 
the writer has encountered many disappointments and 
some surprises. Vivid in his memory is the young 
woman who seemed to have everything in the making 
of a brilliant saleswoman. But when a not-overly- 
plump customer invited a denial in venturing the fear 
that her ankles were a little large for a strap-pump, 
this clerk lost the sale—and the lady’s future patron- 
age by dumbly concurring in the opinion. 

On the other hand, there was the resourceful young 
Irishman with but little experience, but with a fund 
of native wit and alertness. One morning when an 
elderly gentleman was inspecting some patent leather 
shoes, Eddie was called to the phone and reached the 
customer just as he stamped heavily into the un- 
warmed shoe. Quickly producing the mate, he re- 
quested the gentleman to stamp into it. And when 
the customer called attention to the cracks running 
in all directions, Eddie nonchalantly remarked that 
these surface lines “soften the glaring appearance of 
newness”—which seemed to gratify the gentleman. 

Perhaps this was tact bordering somewhat upon de- 
ception; but this gentleman remained a loyal patron, 


and always asked for Eddie. 
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A SLIPPER SURVEY 


by Daniel Green 


Presented here, from A thru F, is a 
selection of Daniel Green slippers that will 
gladden the heart of every merchant. For 
every type of feminine taste, from con- 
servative C to frivolous F, these Daniel 
Green slippers will make as perfect a slip- 
per selection a retailer would want. 
They’re highly sellable and definitely prof- 
itable. And they are typical of the better 
made, better styled slipper lines shoe men 
are always certain to get at Daniel Green. 

Write for them now. Our In Stock de- 
partment will fill your orders immediately. 


A 
20208—A Velvet Loll with 


either gold or silver iridescent 
trim and quilted satin sock. 
Stocked in Black, Dark Royal 
Blue, Flame, French Blue, Frost 
Green, Peach and Wine. A 
and C Widths. Price $1.95. 


Cc 
90209—A kid D'Orsay with 
either sateen lining or full kid 
lining, 14/8heel. Stocked in 
Black, Blue, Brown, Green and 
Red. AAA to C Wicths. 
Price $2.40. 


E 

70217 —A D'Orsay with 
ribbed satin vamp and plain 
satin quarter, satin lining and 
either 14/8 or 18/8 heel. 
Stocked in Black, French Blue, 
Ocean Green, Peach and 
White, AA to C Widths. 
Price $2.40. 


B 
70382—A checkered satin 


mule with satin lining and 
18/8 heel. Stocked in Black 
and in White, AA to C 
Widths and in French Blue 
and Peach, A and C Widths. 
Price $2.40. 


D 


60278—A new satin opera 
with open toe, satin lining, 
and 16/8 heel. Stocked in 
Black, and in White, AAA to 
B Widths. Price $2.70. 


é F 
20604 — The Idler. A new 


Boudoir Boot which promises 
to be exceptionally popular. 
Stocked in A and C Widths; 
all Black, Black and Gold, 
Black and Flame, Royal Blue, 
Tea Rose, Turquoise and 
Wine. The Idler is some- 
thing entirely new and carries 
a type of padded sole con- 
struction never used hereto- 
fore. Price $2.65. 


THE DANIEL GREEN CO. 


DOLGEVILLE, NEW YORK 
Sales Offices: New York + Chicago + Boston 
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I “trade” winds are 
favorable when you sail with 


AIRY-TRED 





» CORK and leather soles. 


» STYLES, colors and patterns 
in wide variety. 


» PRICED to retail from $1.25 
to $4.00 pair. 


» COMPLETE showing of men’s, 
women’s and children’s styles. 


» SUPERIOR fitting and con- 


struction. 


» NEW CATALOG available 
completely covering the entire 
sandal line. We'll be glad to 


mail you one. 


» OUR SALESMEN are out, 
and on the way to you. It will 
be to your interest to wait for 


them. 


Swan Suoe Company 


Inc. 
2100 AIKEN STREET 


BALTIMORE, MARYLAND 





- 
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On the Sun Deck 





1937 


[CONTINUED FROM PAGE 27] 
: 


seen with navy and maroon polo shirts 
and slacks or shorts. There is no at- 
tempt, whatsoever, to create an en- 
semble idea, but rather there is an 
obvious effort to get as much color into 
one’s dress as possible and still main- 
tain some semblance of good taste. 

The mixed ‘suit is seen everywhere— 
in combinations of gabardine and linen; 
and variously colored and _ checked 
sports jackets are being worn with 
gabardine trousers. Irridescent gabar- 
dines are very popular in greenish 
grey and in blue grey; also very light 
tan. Shetlands and Saxonys, in two 
and three-button models with side or 
center vents and gusset shoulders, are 
seen in checks and plaids. Plaids are 
decidedly larger and very much bolder 
in color. Trousers worn with them in- 
clude plain flannel and gabardine. 
Lovat greens in plain Shetlands and in 
bold plaids are seen very often worn 
with flannel trousers which are just 
a trifle off the white—usually of a 
pastel tone, matching the jacket. This is 
a very new note and is particularly 
significant, inasmuch as some of the 
buck type shoes which always have been 
of a definite white cast are taking on 
off-white and chamois shades. 

Indefinite checks, window panes, 
self-patterns, diamond weaves and 
herring-bones are seen in abundance. 

Beach slacks in various colors—some 
very bright, some in pastel shades, are 
seen on the boardwalks and beaches. 

The all-important polo shirt is seen 
in several new types this year. Some 
are made in very heavy-weight wool 
flannel in dark blue and brown. A new 
shirt is a particularly long, loose-fitting 
garment made from peasant type cloth, 
which is not tucked into the trousers, 
but is allowed to fall about the hips. 
This is a particularly acceptable gar- 
ment for golf because of the large 
pockets which are a feature of this 
garment. This peasant cloth is a fine 
fabric, very much like the linen crash 
of a season ago. While it gives the 
appearance of being rough and coarse, 
it is actually quite soft and very com- 
fortable. Pure dye silk, too, is seen in 
shirts of this character—in brown and 
grey, as well as in light blue and 
canary. 

We have used for atmosphere in the 
photograph several of the new scarfs. 
They are seen in madder prints and 
in paisley patterns on foulards. 

Our correspondent wires that com- 
binations are definitely on the increase 
but because of the tremendous buying 
in Chicago of whites, particularly venti- 


.lated models, we hold to our conviction 


that 1937 will see an unabated white 
vogue. However, you will observe from 
the photograph how much finer the 
trend on the combinations becomes this 
year. 

New materials used for trims will 


help combinations make inroads on 
white sales in the $5.00 and better 
grades. They include genuine alligator, 
alligator prints and bull frog in both 
brown and grey. On the combinations, 
patterns this year are decidedly more 
practical, with the darker leather used 
to advantage from a utilitarian angle. 
For example, consider the Norwegian 
type, illustrated, which is certainly the 
most satisfactory shoe of this char- 
acter which has been developed. It 
takes a minimum of care to keep the 
tan calfskin presentable—while very 
little time with the chalk stick will 
keep the apron and underlay of white 
buckskin clean. The Scotch tip model 
is worthy of consideration because it is 
something new. The overlay is of grey 
calfskin. This same shoe is being fea- 
tured currently in Miami with a very 
light green and wine red calfskin trim. 

As you examine the white picture, 
you will see the increasingly important 
part that ventilations are playing in 
it. Notice how practically and cleverly 
the perforations are distributed in the 
ventilated models, There is a new ma- 
terial worthy of note. It is a white 
calfskin which has been pre-perforated 
and embossed. The finished effect is 
like a basket weave. 

Lasts for sport shoes, both in whites 
and combinations, are definitely fuller 
and rounder, with a trend, in the com- 
binations (possibly because of -the 
higher grade. of these shoes) toward 
the squarer-toed English type of last. 

Materials include white buck, white 
elk, white kid suede and various com- 
binations of the above in calfskin and 
colors. 


Spring Windows Stress 
Colors 


[CONTINUED FROM PAGE 40] 


play, or fashion illustrations can be 
used to suggest the ensemble. 

In all of these windows, backgrounds 
are plain and simple, and the atten- 
tion is focused on the shoes themselves, 
through the use of fixtures, display 
stands and accessories. With the com- 
ing of Spring, window backgrounds 
will naturally tend toward the lighter 
tints, as compared with the warm tones 
considered appropriate for Fall and 
Winter. Neutral tints serve best as 
backgrounds for the colored shoes 
which are expected to come into the 
picture more strongly as the season 
Pp , while windows featuring 
all-white shoes call for more color in 
the and trim. Advance 
planning and the laying out of a defi- 
nite schedule for future displays will 
be more necessary than ever before 
in view of the importance of good 
windows in this season’s selling. 
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FOR 


SPRING 


( SUMMER 


ror pale 


FOR MEN 
HAVE you seen the new Styl-EEZ line for Spring and Sum- 


mer selling? If you haven’t, our recommendation is that 
you notify us immediately and we’ll have a representative call. 
Or, send for our new Catalogue of Spring and Summer 


“aa” Styles. 


Styl-EEZ is rapidly becoming one of the best selling lines of men’s 
shoes in the country. Nation-wide advertising in such well-known maga- 
zines as “Saturday Evening Post”, “Literary Digest”, “Time”, “Life”, 
“Esquire”, “Christian Science Monitor” and “Physical Culture” has built 
widespread and ready acceptance for Styl-EEZ. 


Be prepared for a big and profitable Spring and Summer season with 
a representative line of Styl-EEZ. Already, it has gained the reputation 
of being one of the smartest and most stylish lines of men’s 
shoes offered today, regardless of price. 


Its distinctive and superior corrective features, invisibly 
built in, guarantee complete foot ease and absolute comfort. 


It is this combination of exceptional styling with restful 
comfort that will make Styl-EEZ, this coming Spring and Sum- 
mer, the outstanding shoe from the standpoint of volume sales 
and repeat business. 


Styl-EEZ shoes for women made by Selby Shoe Co., Ports- 
mouth, Ohio. 


WALL-STREETER SHOE COMPANY 
North Adams ... . . . . # £=Mass. 





' When writing advertisers please mention Boot and Shoe Recorder 








~~ 






BOOT AND SHOE RECORDER, February 27, 1937 








T. W. GARDINER COMPANY - LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 


Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 
thentic service at all times. 


Ww 


THE LAST WORD 


UNITED 
UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 
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REGIONAL / SERYICE 


[IN 


The individual and collective experience and 


facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y. 


f. W. GARDINER CO. KRENTLER BROS. CO, 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 

stewart & pottrenco. THE LAST WORD  ynitep tastco., ito. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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SURPASS 
Represent GLAZED 


comfort give shoes airy healthfulness, that its firm-textured grace- 
fulness molds the foot in lines of beauty .... but that for more 
than half a century SURPASS Kid has supplied American shoe- 


makers and shoe retailers with the standard for Kid excellency. 

This year, when the fashion demands of Great Britain’s Corona- 

tion are again drawing attention to the incomparable style sound- 

ness and beauty of Kid, SURPASS GLAZED KID still stands as the tanneries, with careful preciseness, and with modern 

leader in all that shoe making and shoe selling demands of leather. techniques that are the result of constant research and 

Uniformity and dependability, the maintaining of all its output to study. These colors have the style soundness of authen- 

a standard that is used as a measuring stick by the trade, are tic fashion shades, the shoe making value of deeply pene- 

the fundamentals of Surpass tanning. trating, evenness of color over every inch of skin. Like | 
Surpass Colored Glazed Kids, outside stock or linings, are tanned Surpass BLACK, they are “made to improve in beauty 

with the experience and skill that is a heritage in the Surpass in the finished shoe.” 


SURPASS LEATHER GO. 


PHILADELPHIA Gh Biwacase, serscie tr henson’ roma, uaetts nouns ws cas teups ome 
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Shoe Vleuwss 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, FEBRUARY 27, 1937 


NATIONAL NEWS 





Warm Weather Speeds Spring Buying 





Black Still Leading but Colors Show Increased Activity— 
Larger Pairage Sales Noted in Pre-Spring Buying 


Cuicaco, Int. — Black gabardine, 
black patent leather, terra cotta, and 
bright colors, chiefly in high styling, 
are tops thus far in early Spring 
selling indications in Chicago stores 
and shoe departments, buyers and 
managers report. Unseasonably warm 
weather, with many days in the high 
40’s and a minimum of snow and 
sleet, have speeded up  pre-Spring 
selling to break all records for many 
years. 

Black gabardines, in such high fa- 
vor during the late Winter, still lead 
the parade, but Spring interest is 
in models with open heels and toes 
and perforations. Black gabardine 
will spell utility in shoes for the ma- 
jority of Chicago women from present 
indications. Much of this is due to 
the fact that many shoe men have 
been emphasizing the comfort of the 
new open toe models. 

Black patent leather is coming back 
in popularity with a surprising inter- 
est and demand. Emphasis is placed 
on high styling and extremity in de- 
sign, however, with the exception of 
pumps which remain plain. One of 
the higher priced stores has had a 
good response to patent trimmed with 
white. The bracelet or anklet type 
sandal in both patent and fabrics has 
also had a good response. 

Blue in the brighter or midnight 
shades is the second leader in the 
fabrics with gray, beige, and brown 
following about equally. Much to the 
delight and surprise of the buyers 
Terra Cotta or red earth calf as it 


is known in some quarters is going 


better than any novelty colors in past 
years. Whereas buyers in some of 
the better salon type shoe depart- 
ments. in leading stores were “stuck” 
with similar novelty colors in past 
years, restocking of this color seems 
indicated if the present buying trend 
keeps up. This is perhaps due to the 
fact that it is being promoted as a 





DATES TO REMEMBER 


Easter Sunday March 28, 1937 
Official Leather Openings, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 
April 5, 6, 1937 
Fall Showing Shoe Fashion Guild of 
America, Inc., Hotel Biltmore, New 


York 
May 3, 4, 5, 1937 
Pacific Northwest Shoe Retailers, An- 
nual Convention, Hotel Davenport, 
Spokane, Wash. 
May 30, 31, June 1, 2, 1937 
Ohio Shoe Retailers’ Association An- 
nual Midwest Shoe Fair, Hotel 
Netherland Plaza, Cincinnati, Ohio 
June 6, 7, 8, 1937 
Illinois Shoe Retailers and \ tm 
Annual Convention, Pere 
Hotel, Peoria, Ill...June 20, 21, 22, “1937 
Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
WU Cibcdcéniac dete July 18, 19, 20, 1937 





neutral shade to be worn with any- 
thing. Local fashion and style col- 
umns have been urging it especially 
as a contrast with navy, beige, gray 
and brown. 

Novelty shoes, which are more in 
demand than they have been for many 
a year, follow the bright coronation 
shades of red, green, and blue in 
fabrics and kid. One moderately priced 
store has had especially good success 
with a multicolored novelty embodying 
nine colors. Women who formerly 
bought conservative dress shoes only, 
are now also branching into the bright 
colors and extreme styles, managers 
say. 

Double and triple sales are no 
longer news, with six and eight pairs 
to a customer becoming more and 
more common. Sales of 14 and 16 
pairs of shoes to a customer at one 


time, several times during a week, 
are reported by more than one store. 
Women appear to be thoroughly re- 
plenishing their wardrobes with an 
eye not only to matching ensembles 
in the bright colors, but to unusual 
and audacious contrasts. - 

As one leading State Street mer- 
chant put it, “Confidence has returned, 
and it appears it is justified. It takes 
courage to stock up and show such 
extreme styles after these depression 
years, but money must be freer and 
people easier in their mind, because 
they’re flocking to them beyond all our 
hopes and expectations.” 


Shoe Workers Win Wage 
Increase 


Boston, Mass.—-Shoe workers in and 
about Boston won a 15 per cent wage 
increase this week when 27 factories 
yielded to strike threats and granted 
demands of the United Shoe and 
Leather Workers. Some factories in 
Boston signed up before the workers 
walked out, others in nearby centers 
gave in after a strike of brief duration. 
Union leaders said more than 12,000 
workers went back to their jobs 
Wednesday, or agreed to return under 
the increased wage scale. About 1300 
were reported still on strike. 


Plan Remodeling Program 


BIRMINGHAM, ALA—The Guarantee 
Shoe Company has announced plans 
for remodeling and redecorating. A 
new front will be installed providing 
window display facilities more mod- 
ern than those now in use. The entire 
building will be redecorated. 


Jack Sandler Goes Abroad 


Boston, Mass.—Jack Sandler of A. 
Sandler & Company, well-known sport 
shoe and ski boot firm of this city, 
sailed on the Ile de France on Satur- 
day, February 20, for an extensive trip 
to all style, sport and ski-ing centers 
in Europe, where he will study fashions 
in sport footwear for the coming sea- 
son. He will be abroad for about seven 
weeks. 
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Tanners’ Show to Be 
Invitation Exhibition 

New York—“The Official Opening 
of American Leathers which will be 
held at the Waldorf-Astoria, New York, 
on April 5 and 6 will be an invitation 
show and attendance during the first 
day and the morning of the second day 
will be confined to shoe manufacturers, 
retailers, wholesalers and others whose 
interests are primarily linked to the 
exhibitors.” This announcement was 
made by James J. Lyons, chairman of 
the Exhibit Committee of the Tanners’ 
Council of America. 

“This does not mean the inaugura- 
tion of a policy of a ‘closed show’ in 
the usual sense of the word,” said Mr. 
Lyons. “But, in order that tanners 
may give the greatest amount of atten- 
tion and consideration to their cus- 
tomers, the attendance for the first 
day and a half will be limited to manu- 
facturers and sellers of shoes and 
leather goods. Full opportunity will 
be given to the suppy trades and others 
who have an interest in the tenners’ 
dispays to see the show on thc after- 
noon of the second day at which time 
they will be heartily welcomed. 

“This new plan has been undertaken 
with reluctance on the part of the ex- 
hibitors because these leather shows 
have become an important institution 
as an open-house type of display. But, 
as a result of this policy, more and 
more people came to the gatherings 
and the exhibit floors became crowded 
with many people whose principal 
object is to sell something to the tanner. 
Obviously, the attention of an exhibitor 
should not thus be distracted when he 
has before him the serious task in 
showing his lines to his customers. 

“Further announcements on the sub- 
ject of limited admission will be made 
from time to time. We have every rea- 
son to believe that we will receive full 
cooperation from our friends in the 
supply and allied trades.” 
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Holiday Tie-Up With Historical Display 
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New York—Tying in well with the celebration of Washington’s Birthday was this 
window display of Baber’s, Ltd., at 49th Street and Madison Avenue, here. The three 
photogravure blow-ups are three of several depicting early shoemaking and historical 
spots pertaining to shoes, in and around Northampton, famous shoe center of England 
and the home of Church’s shoes featured by this store. 

Northampton being the home of George Washington’s ancestors, these three enlarge- 
ments pertain to his ancestry: Sulgrave Manor, the home of Lawrence Washington from 
whom Washington is directly descended, and the slab in memory of Lawrence Wash- 
ington which bears the family coat-of-arms from which it is said the flag of this country 


originated. 





Colors Selling in Denver 


DENVER, CoLo.—In Denver’s Easter 
parade, shoppers can see in attractive 
displays great emphasis on gabar- 
dines at the Denver Dry Goods Co. 
Comfort and durability are combined 
in their exclusive offering of a sandal 
oxford with patent trims in blue, black 
and gray. Slightly lower in price 
range is the high-front oxford of smart 
simplicity in black only. 

Another popular demand is met in 
a sabot-strap suit shoe in gabardine 
with patent in blue, black, brown and 
gray. The high-front pump in similar 
material in blue and gray is also very 
good. 

In boys’ shoes, ten swanky mannish 





styles are shown in calf and elk with 
shark tips and leather or combination 
soles, 

Blue buckos are bringing men’s foot- 
wear to life. These shoes go well with 
Spring suits and it is expected that 
they will play a prominent part in 
men’s shoe buying for Spring. 





Increased Demand for Yellow 


MIAMI BEACH, FLta.—The Cammeyer 
Shoe Shoppe on Lincoln Road reports 
a sudden but sustained spurt in yel- 
low. Shoes of all types are wanted 
in some one of the yellow shades. It 
has been so pronounced during the 
past several weeks as to be considered 
a trend worth watching for Summer. 











CUT SOLES and 
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America’s Smartest Line of 
$4.00 and $5.00 Retailers 


Tailored smartness, class and character in every pair... 
here’s a beautiful line of Arch Shoes, Style Footwear, Sports, 
Sandals and Comforts for your Women-Growing Girls trade 

. styled right . . . priced right . . 


The Franchise on Mayer’s Arch Savers, Youthful Vogue and 
Martha Washington Footwear . . 


Profit tone to your business. Write for our Dealer Prop- 
Osition. . . . 


MILWAUKEE MADE .. . Quality Line of Uco Lockstiteh & Goodyear Welts. 


GABARDINE’S are HOT .. and We have ’Em, 
styles that are CLICKING . . SELLING .. all 


Write for folder on our Gabar- 





“IN STOCK LINES” 


Mayer Martha Washington Shoe Company 


108 EAST WALNUT, MILWAUKEE, WISCONSIN 
KKK KKK KKK KKK KK KKK KKKKKK KKK 


. Fast Selling, Profit- 


. will create Sales and a real 
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Arch 4 


Style 9243 
(© F-Ver-bacbt at: 


Arch Saver 
Style 9186 
$3.25 


Write for 
Catalogue 





Moving Display 
Draws Attention 


Detroit, MicH.—A moving display 
rack is attracting attention of passers- 
bys to the windows of Gene’s Boot 
Shop. It is an electrically-driven rotat- 
ing fixture, hooked up to give about 
four revolutions per minute, so that 
the shoes turn slowly enough to give 
observers a good chance to see their 
special features, but fast enough to 
give the necessary impression of mo- 
tion which will attract the eye in the 
first place. 

The fixture is mounted on a stand 
about eighteen inches high, trimmed in 
light blue with gold stripes at the top. 
The movable portion itself is in a silver 
finish, and has four decks capable of 
holding twelve shoes. Price or descrip- 
tive tags may be placed on each shoe as 
desired. 





Haines Plans New Stores 


York, Pa.—Mahlon N. Haines, own- 
er and operator of the “Haines, The 
Shoe Wizard” chain of shoe stores, an- 
nounced plans to open three more stores 
in New Jersey. Mr. Haines has leased 
sites in Salem, Bridgeton and Millville, 
in New Jersey. When the three stores 
are opened Mr. Haines will have 48 
stores scattered about the eastern 
states, 


Pan American Shoe Styles 





Miss Hazel O’Brien, shoe stylist for the 
firm of Schwartz and Benjamin, New York 
City, visited the Greater Texas and Pan 
American Exposition in Dallas, to open 
June 12, when she was in the city recently 
for the annual convention of the South- 
western Shoe Travelers Association. The 
candid camera caught her here as she took 
time out to discuss with Exposition offi- 
cials the influence the “Good Neighbor” 
theme, with its South American Indian and 
Spanish motif, adopted by the Exposition, 
can be expected to have on Spring and 
Summer shoe styles and women’s fashions. 





N. Y. Travelers Plan 
Beefsteak Dinner 
New Yorx.—The Boot and Shoe 


Travelers Association of New York is 
planning an elaborate beefsteak dinner 
and Broadway entertainment, to be 
staged at the Hotel Roosevelt the 
evening of May 4, during the show of 
the Shoe Fashion Guild, which is to be 
held the same week at the Hotel Bilt- 
more. Secretary Charles Havranck 
stated that officers of his organization 
had been in consultation with the of- 
ficers of the Guild, and that the latter 
had given their assent to the project. 
Visiting buyers attending the Guild 
Showing will be invited. 





Adds to Factory 


FRANKLIN, N. H.—The Wiggin Gil- 
man Hosiery Co. is completing an 
addition to the factory ‘building to 
provide room for 40 knitting machines. 
The original building was 45 feet long 
and 16 feet wide and one story. The 
floor space was doubled last year and 
now a second story is being finished, 
doubling the floor space again. From 
25 to 30 employees will be engaged 
in the enlarged factory. 

Mr. Gilman formerly managed the 
Webster Hosiery Company, but three 
years ago started operations inde- 
pendently. 
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Fairy Twinkle Toe forms are made in both open and 








Faity,Jorms FAIRY TV 


OROTECTED BY AMERIC sk _ ND FOREIGN PATENTS 


t LOK 


are ideal for your Spring 
and Summer Windows 


Open toe sandals—both for daytime spring and 
summer wear, and for present day evening wear 
—need these ankle high, tinted shoe forms. Your 
customers will see your new footwear exactly as 
4 will appear in actual wear on the feminine 
oot. 


Fairy Twinkle Toe forms give the open toe type 
shoes the proper display they need. addition, 
Fairy Twinkle Toe forms, with their molded toes, 
rose tinted toe nails, and delicate flesh color, will 
bring a real spark of newness and difference to 
your windows. 

Get set now for your spring and summer displays. 
Order these Fairy Twinkle Toe forms now. They 
are exactly what you need for the seasons ahead. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


For full information telephone the nearest branch office of 
United Shoe Machinery Corp. 


Li d Manuf ing Branches 
United Last Co., Ltd., Montreal, Canada 










































Texas Selling Street Association 


more popular in Fort Worth than it 


cially true at Striplings’, and at other 
stores in this section, according to M. 
A. Daniel, district manager for Walk- 
Over, with headquarters at Striplings 
in this city. Patents and patent trims 
are next in popularity with black lead- 
ing the sales, while grays and blues 
are next in line. He believes dark- 
colored gabardines will continue popu- 
lar into the hot weather, as there is 
an indication darker shoes are to be 
worn here extensively this Summer. 
Even though dark shoes will be more 
in evidence this Summer than pre- 
viously, white shoes will be the leading 
sellers in Texas as usual, Mr. Daniel 
predicts. There are many green, light 
blue, pink, yellow and orange shoes in 
evidence in local shoe store windows. 


All-Whites Selling Good 
Los ANGELES, CALIF.—Geo. I. Luf- 


kin, representative for the Hamilton 
Brown Shoe Co. in this vicinity, is 


finding business excellent, especially in 





for men in the sueded leathers is his 





and black and white combinations. 








losed t odels. Th 1 ad ither 
high or 5 ne heel sendete ‘Gna war as ene 4B ‘So ae. eee 
. — eS Penna te tae device in the bottom Melbourne, Australia Mexico City, Mexico 
Gabardine First in Greenblatt Heads Grand 4 rye re ee cee oe 
ran treet. 


Mr. Greenblat, who is also secretary- 


Fort WortH, Texas—Gabardine is BROOKLYN, N. Y.—New officers for treasurer of the firm Harry Green- 
the Grand Street Business Men’s As- blat’s Sons, Inc., one of the oldest shoe 


has been in recent years. This is espe- sociation, Inc., are again headed by ‘retailers in Brooklyn, is also the young- 


est man ever to hold so important a 
position in the community. Through 
his efforts, the community has enjoyed 
many civic improvements, among 
which are a park, swimming pool, an 
additional school and a number of play- 
grounds. 

At present, with the assistance of 
Domenick L. Natale, newly elected re- 
cording secretary and head of the 
Legal Committee, he is advocating and 
aiding in remodeling and renovating 
neighborhood stores in anticipation of 
the eagerly awaited, though long de- 
layed, influx of some 6000 additional 
buyers who will soon occupy apart- 
ments in the new $12,000,000 Williams- 
burg Houses, which project was spon- 
sored by the Federal government. 





H. A. Dickerman Makes 
Change 


Los ANGELES, CALIF.—H. A. Dicker- 
man is now with Wetherby-Kayser Shoe 


the smaller cities. The all-white shoe PAUL E. GREENBLAT Co. in their Ambassador Hotel Shop, 


Wilshire Boulevard. Before coming 


best seller, although he is experienc- Paul E. Greenblat, president. Mr. here, Mr. Dickerman was in the College 
ing quite a little interest in the brown Greenblat succeeds himself as president Shoe Shop of the J. W. Robinson Co. 
for the third successive term, which, 


store. 
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. « « But she does know that the toes 
of her shoes stay neat and trim and that 
this pair is more comfortable in the toe 


because there are no wrinkled linings. 


 ¢:% Instinctively, she pays her tribute 
to Celastic in going back to the same 
store—or in asking for the same brand— 


when she buys her next pair of shoes. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 














Dancing Shoes and Taps 





Pat. Tap Slippers 
IN STOCK 


tb $1.30 
Be (85 1.75 8-0 
140, 1.85 A-B-C 
ALSO | LOWER. GR RADES 


SCHWARTZ | & HERDER, INC., MFRS. 
70-72 WN. Philadelphia, P: 














N.S.R.A. Plans 
Style Conference 


New YorK.—Detailed plans are now 
being worked out by the Arrangements 
Committee of the National Shoe Re- 
tailers Association for their semi- 
annual Style Conference and Style 
Committee meetings, to be held at the 
Waldorf Astoria on Apri] 5th and 6th 
—in conjunction with the Opening 
Showing of American Leathers for 
Fall by the Tanners’ Council of Ameri- 
ca. These plans will include the work- 
ing basis for the functioning of the 
various committees, which will serve 
at the two-day Conference. 

During these weeks preliminary to 
the conference, while the Tanners are 
developing their new colors selected for 
the Fal] season, the Arrangements 
Committee of the N.S.R.A. is compiling 
all types of fashion and merchandising 
information which will form the basis 
for the style reports and the findings 
of the Men’s, Women’s and Children’s 
Style Committees. This work is being 
done in cooperation with men and 
women who devote their time to fashion 
research that may influence trends and 
developments in shoes. 

From these authoritative sources on 
the West coast, in the South, on the 
Continent and in Great Britain as well 
as in New York City, the latest in- 
formation about shoe patterns, lasts, 
materials and innovations in shoe styl- 
ing generally, will be obtained. 

The same program arrangement is 
to be carried out this year as was in- 
troduced last Fall—that is, the general 
program will be given the first day 
with style and merchandise authorities 
featured on the morning program and 
the work of the style committees will 
take place on the second day. 

At the conclusion of the style con- 
ference, the National Shoe Retailers 
Association will immediately issue a 
pre-season forecast setting forth the 
findings of the Men’s, Women’s and 
Children’s Style Committees for the 
Fall and Winter Seasons of 1987 and 
1938. hank 


1936 Production at All-Time 
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ba cthinston, D. c. — The first official 
released by the Bureau of the 
Consus, Department of Commerce, covers 
g shoe production for the entire year 
1936 shows | production in the United States 
at a new all-time high, with a record of 
415,227,276 pairs. This total represents an 
increase of 8.2 per cent over the 383, 761499 499 
pairs produced in 1935. There were 

ble increases in practically all “clases of of 
footwear in 1936 except men’s work shoes, 
children’s shoes and shoes with all-fabric 
uppers. 

Men’s dress shoes showed an increase of 
58 per cent in 1936 over the preceding 
year, women’s 11.4 per cent; infants’, 2.1 
per cent; athletic, 268 per cent; shoes 
with leather and fabri 
rnp Ease: ago 
moccasins, 14.1 per cent; i partleather and 
felt slippers, 25.9 per and barefoot 
sandals, beach sandals one ‘all other foot- 
wear, 178 per cent. 

Production of men’s work shoes de- 
creased 0.1 per cent; youths’ and boys’, Led 
per cent; misses’ and children’s, 1.2 
cent; and shoes with all-fabric uppers, 212 
PeThese figures represent the first official 
and authentic bulletin on 1936 production 
so far issued and are representative of ap- 
proximately 99 per cent of the total output 
of boots, shoes and slippers, other than 
rubber, in the United States. 





L. E. Langston, executive vice-presi- 
dent of _ the National Shoe Retailers 
Association, is the chairman of the 
Arrangements Committee for the Style 
Conference, 


New Leather Firm Formed 
WILMINGTON, Dew.—Another leather 
industry will be added to this city’s list 
with the announcement made today 
that the Wood Kid Company, Inc., has 
taken over the property of the Dela- 
ware Leather Company. The plant is 
located at Thirteenth and Lombard 
Streets, close to a number of the larg- 
est leather factories in the state. Ex- 
ive in the property are 
contemplated and operation of the new 
company will begin shortly. 
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EVERY possible step has been 

taken to make these Ideal 
Flexible Hard Soles (2 to 8 sizes) 
the finest children's shoes possible 
to produce. They represent the 
progressive development of 25 
years of experience, plus the as- 


sistance of many foot specialists 


through our Department of Med- 
ical Cooperation. 


These little shoes will add to the 


volume and reputation of your 


Juvenile Department, 


MRS. DAY'S 
IDEAL BABY SHOE CO. 


DANVERS, MASS. 
Manufacturers of Fabric—Cushion—Soft Sole— 


ntermediate and 
FLEXIBLE HARD SOLES 
a) 








The Wood Kid Company, Inc., will 
manufacture. glazed kid and suede 
leather. It will have a personnel and 
factory staff of thirty persons. This 
number will be included in the pre- 
liminary organization of the new con- 
cern. Officials of the company stated 
that when full capacity of production 
is achieved the employment rolls will 
include about 100 persons. 

Russell C. Wood is president of the 
company. He stated that the products 
of the Wood Kid Company, Inc., will 
be sold directly from the factory, M. 
L. Wood is the company’s secretary. 
Russell C, Wood, head of the company, 
was formerly with the Goniprow Kid 
Company of Lynn, Mass. 


To Install Air-Conditioning 


Des Motnes, lowa—Air-conditioning 
equipment will be installed in the 
De Arcy Boot Shop, along with ex- 
tensive remodeling and redecorating, it 
is announced by Alfred Boldes, pro- 
prietor. The De Arcy shop was the 
first to pioneer the salon type of shoe 
store in Des Moines, and although 
there are shoe departments in stores 
having air-conditioning, this is the first 
store exclusively for shoes to install 
air-conditioning i in this city. 

A new front of structural glass is to 
be built, and modern electrical fixtures 
are to be added. 
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—to Shoe District— to Theatres 


— toTransit Facilities— to SmartShops 
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CHOICE SAMPLE ROOMS 
COULON-LA FRANCHE MANAGEMENT 
GEORGE A. TURAIN, General Manager 


81% wore TOUR AINE 


Cor. Tremont and Boylston Sts. Boston, Mass. 














Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


) Samples on Request 
; MERCHANT’S SERVICE DEPT. 
( 


209 So. State St., Chicago, Il. 







new items today. 









(Modern Sdeas are 


be (Modern Display 


[t's the modern shop that gets the 
attention these days. Metalace dis- 


players in many styles are not only 
smart but allow for many interesting 


variations of position. A-J Narrow 
Venetian Blinds as drapes are a great 
help in modernizing and their cost is 
low. Write for catalogs showing these 


ADLER-JONESE 


= DISPLAY DE SIGNERS == 
523 SOUTH WABASH AVENUE...CHICAGO fg 
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Orthopedic Shoe Men 
Organize 

New YorK—A group of some thirty 
orthopedic shoe men of this city met 
recently at the Hotel McAlpin for the 
purpose of forming an_ association 
which by its strength, can force a defi- 
nition of the law concerning the limits 
to which an orthopedic shoe man is 
bound in treating foot troubles. 

The law as it now stands forbids 
shoe men selling orthopedic shoes to 
diagnose foot troubles even though they 
give no treatment for that trouble. 
Taken in its entirely the law forbids 
any manipulation or massage of the 
foot by the orthopedic shoe man unless 
he has passed an examination by the 
State Board of Examiners and is duly 
licensed as a podiatrist. 

These shoe men feel that their pro- 
fession should be placed on a semi- 
professional standing and that they, 
completing and passing an adequate 
course and examination on foot anat- 
omy, should be licensed and be allowed 
to diagnose foot troubles. They do not 
want to conflict with the work of the 
podiatrist but rather work with him 
in the correction of foot troubles. 

At the close of the meeting Harry 
Rudich was chosen president, George G. 
Rich, vice-president; Max Schoenberg, 
secretary; Harry Palter, treasurer; 
Louis Bennett, attorney, and Jack 


Window Features Shoes for the Occasion 





Charleston, S. C—This interesting and attractive window display was used recently 
by Kerrison’s, local department store. The display featured shoes for the occasion 
from riding boots to evening slippers, with the correct shoes to be worn from morning 


to night by style-conscious women. 


Leon W. Acton, Kerrison display manager, designs these attractive windows and 


then photographs them with his small 


box camera, giving him a record of window 


displays used and thereby aiding him in creating new and attractive layouts. 





Scheumann, accountant. 

Plans were also brought forward to 
increase the scope of the organization 
to include the entire state and an in- 
vitation was extended to all orthopedic 


and other shoe men in New York State 
who are interested in such an organ- 
ization and its purpose, to join. Par- 
ticulars may be secured from the secre- 


tary at 1460 Third Avenue, New York. 




















Dancing and Bowling Shoes 
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Write for price list 
ROVICK THEATRICAL SHOE Co. 
Manufacturers 


325 W. Madisea St. Chieage, tt. 

















Moccasins 











Selling Down South 


Miami, Fita.—A new thought in the 
shoe picture this year as it applies to 
resort fashions, according to E. J. 
Sanders, of Miami, is white with black 
trim. Particularly in the higher price 
bracket. Mr. Sanders is in charge of 
the Crittenden Bootery Company, with 
headquarters in Miami, and is operat- 
ing in several cities throughout the 
state—Burdine’s, Miami; Wilson & 
Chase, St. Petersburg; Maas Brothers, 
Tampa; Hatches’, West Palm Beach; 
and Levy’s, Jacksonville. What these 
stores have been selling of late is a 
pretty good picture of what stores 
throughout the north will have calls 
for as the season advances. This is 
particularly true of the stores in the 
southern part of the state where 
fashion and style is developed. White 
shoes are in demand, with black or 
blue trim, not much color, just enough 
to add a contrasting note. 

The sandal type in all its many 
variations, continues to be the volume 
shoe in every price range. It may be 
the comfort of an open shoe in warm 
weather that appeals to the wearer, 
or the fact that it is so definitely dif- 
ferent from all that has gone before 
in the shoe line up to the past few 
years that makes it popular. For some 
reason the sandal has been and con- 
tinues to be, the accepted shoe of the 
year. 

Multi-colors in all grades have 
very good. Not only may such a shoe 
be worn with several costumes but it 


‘ 


fe 


is satisfying to a woman who may have 
had to watch her shoe budget closely 
during the past several years, to be 
able to buy a gay shoe that appeals to 
her sense of beauty as well as to her 
actual needs. 

Very definite is the trend toward 
higher prices, says Mr. Sanders. 
Whereas a year ago the volume was 


in $10.00 and $12.50 shoes, today the 


big business is in the $16.75 lines. Dur- 
ing this season evening slippers selling 
at $27.50 and $22.50 per pair have 
gone very well. Women have been at- 
tracted by the beauty of such shoes 
and will take a pair each of the gold 
and silver kid if they cannot make up 
their mind as to which they prefer. 
Single sales of from $100 to $200 while 
not everyday occurrences, have been 
made with much greater frequency 
than at any time for ten years. There 
is more beauty in the shoes of this sea- 
son than has been offered heretofore, 
and women are buying in greater quan- 
tity. 


Shoes Displayed in Post Office 


Brivceport, CoNN.—A large display 
booth has been erected in the center 
of the Post Office Arcade by Dworkin’s 
Fashionable Footwear, 3 Post Office 
Arcade, The booth is used to display 
the store’s latest models in evening 


slippers. 
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ELAMS | 


PRE-WELTS 





Unlined T strap 
440—Patent Leather 
442—White Elk 


A Fag merchant, a pleased 

d wearer of the 
shoes. ‘Elam's shoes have a knack of 
making this happy circle. For the 
merchant finds profits to his lik- 
ing, the mother knows the shoes are 
just what she wants, and the kiddies 
know they're in their best in Elam's. 


F.S. ELAM SHOE CO. 


176 No. WAT ER oI ROCHESTER, N. Y 














New Store Opened on Anniversary 








Elmira, N. Y—This attractive front is a feature of the new store of the Liberty 
Pe Cony of this city, opened here on the 18th anniversary of their start in 


we color’ alii i a eal Ue adil ak aa, og 


bird’s-eye maple wood The fitting chairs are the modern chrome steel 
type, upholstered in of green. A feature of the new store is its attractive 
bar which is done in Pecee mash . Further expan- 
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SELL A FEATURE CUSHION SHOE 
that Builds and Holds Business 
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Beware of Imitations. 








The RIGHT FEATURE cushion shoe which has undergone the 
acid test of several years manufacture will produce REPEAT 
PROFITS for you. Nu-Matics with their patented, scientific, 
“cushion” and “nail-less” 
Send for our Catalog of Men’s and Women’s Shoes. 


features are virtually non-competi- 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 





Koh Mu Matic 


CUSHIONED SHOES 


Exclusively Manufactured by Rohn Nu-Matle Shoe Mfg. Co., 512 W. Florida St., Milwaukee, Wis. 








National Travelers Appoint 
Regional Governors 


Boston, Mass.—Regional governors 
and chairmen of standing committees 
to serve during 1937 have been appoint- 
ed by President Hector E. Lynch of 
the National Shoe Travelers’ Associa- 
tion. Of these committees, special work 
has been planned for those having to 
do with legislation, hotels and trade 
co-operation, this latter committee 
having been of prime importance for 
several years in building up and ce- 
menting relationships among all 
branches of the allied shoe and leather 
industries. 

Regional governors for the year 1937 
are: 

William W. Brandt, Boston; Eugene 
A. Bailey, Chicago; “Jeff” Larson, 
Minneapolis; J. E. Wm. Prescott, Des 
Moines; J. J. Buckley, Dallas; Frank 
J. Weber, Cincinnati; William J. 
Ahern, San Francisco; and Leopold 
L. Imig, Milwaukee. 

Committee chairmen are as follows: 

Publicity, Thomas A. Delany, Bos- 
ton; Transportation, John M. Hart- 
man, Freeport, N. Y.; Style, M. E. 
Tobias, New York City; Transfer and 
Baggage, Edward Craney, Pittsburgh; 
Legislation, W. T. Stephenson, St. 
Louis; Hotel, Charles I. Slipher, Indi- 
anapolis; Membership, Joseph Kalisky, 
Chicago; Education, Ned Dreyfus, 
Hollywood; Budget, John F. Powers, 


Haverhill, Mass.; Trades Co-Operative, 
Dominick LaValle, New York City; 
and Insurance, Charles W. Morrill, 
Boston. 





Seattle Retailers Plan 
for Spring 


SEATTLE, WASH.—The Seattle Shoe 
Retailers Association held its first 
meeting of 1937 recently, laying plans 
for the oncoming Spring season. 

The style committee of the associa- 
tion was instructed to work out a pro- 
gram with the local newspapers to pub- 
licize the latest Spring styles. It was 
brought out that an attempt should be 
made to have only those styles sold in 
Seattle stores and no syndicated mer- 
chandise of styles, not practical here, 
featured in the newspaper columns. 

The committee was further instruct- 
ed to confer with local haberdashers to 
set the date for the official white shoe 
and straw hat opening, annually ob- 
served here. Members of the commit- 
tee are: Everett Nordstrom of Nord- 
strom’s, Benny Burnett of Frederick 
& Nelson’s, Bill Cotter of the Flors- 
heim Shoe Store, and Charles Sulli- 
van of the Bon Marche. 

Announcement was made of the ap- 
pointment of Arthur Schulein of Schu- 
lein’s, Inc., in Spokane, as general 
chairman of the Pacific Northwest Shoe 
Retailers’ annual convention which will 


be held in that city on May 31 and 
June 1 and 2. 

Plans .were also made for the big 
social affair of the season, the semi- 
annual “Shoemen’s Night Out” which 
is jointly sponsored by the Tacoma 
and Seattle Shoe Retailers Associa- 
tions and the Pacific Northwest Shoe 
Travelers Association. It will be held 
in Seattle on February 27. Frank 
Duncan, president of the shoe trav- 
elers, is chairman. 





New Flowered Sandal Selling 
Well 


HOLLYwoop, CALIF.—A new sandal 
is being successfully introduced by the 
Hollywood Bootery. It is called the 
“Oasis Sandal.” Red, blue, green and 
yellow bright shades are used for the 
flowered fabric, the base of which may 
be dyed to suit the fancy of the wearer. 
Current buyers of this shoe are taking 
several pairs with them to the desert 
and other sunshiny spots. Black patent, 
a material which this store has always 
sold profusely, is showing added 
strength for town wear. In forecasting 
for the Spring business, Manager Les- 
ter Baymer sees a very large white 
season in all materials, with very light 
weight sueded leathers which can be 
dyed, being the tops in the fine shoe 
business. Pastel kids in dainty new pat- 
terns have interesting possibilities, he 
believes. 
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Ballet Slippers 





BALLET SLIPPERS—IN STOCK 
FINEST QUALITY, BENCH MADE 


No. 100, Bik, Kid, Soft Tee 
‘Turns, Rights & Lefts. 
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12 15 1* 
SCHWARTZ & HERDER, Inc., Mfrs. 
70-72 NO. 4TH ST. PHILA., PA. 























Selling More Grains 


Hottywoop, Cauir.—The call for 
reversed calf is showing a steady 
lessening, according to F. C. Goodwin, 
who operates a men’s shoe store on 
Hollywood Boulevard. On the other 
hand, a distinct increase in the sale 
of cordovan and grains for Winter 
wear and boarded calf for Spring and 
Summer is being recorded. Reversed 
calf in crepe soles will have a fair sale 
for the current season as an active 
sports shoe, but this material is ap- 
parently losing ground as a street shoe. 
For several years, studio people were 
very partial to the comfort and good 
wearing qualities of reversed calf. 
Early Spring buying indicates a big 
season on brown and white sueded 
leathers, especially those with the 
leather soles having moderate toed 
lasts. This store expects to sell more 
all-over brown calf shoes than they do 
the all-over blacks for street wear for 
this Spring. Men in the motion pic- 
ture industry are still sticking to the 
more conservative models, and are 
buying many more pairs per person 
than they have in a long, long while. 
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Endicott-Johnson Explains Labor Policy 


Enpicott, N. Y.—In view of the 
present widespread discussion of labor 
problems, a booklet issued by Endicott- 
Johnson corporation defining “Our 
Labor Policy,” which is being widely 
distributed, is of timely interest, espe- 
cially to shoe men. The booklet is illus- 
trated with many photographs of 
Endicott-Johnson factories and of the 
various institutions and welfare agen- 
cies operated for their benefit. 


for the average working man and 
woman, they must have steady work, 
as nearly fifty-two weeks each year as 
possible, less vacation periods, which 
are just as necessary for a worker, as 
they are for a professional man. 
“THEREFORE, Endicott-Johnson’s 
first and foremost duty, as they under- 
stand it, is to find a way to run stead- 
ily, week in and week out, month in and 


. month out, guaranteeing steady incomes 


Tez HOPE oF THE WORLD LIES IN 


EVOLUTION, PROGRESS anp CONSTANT IMPROVE- 
MENT, AND WE LOOK WITH CONFIDENCE INTO THAT FUTURE, 
RAPIDLY APPROACHING, wHEN ALL MAY HAVE A MORE 
EQUAL SHARE IN THE GOOD THINGS OF LIFE, WHEN THE 
RIGHTS OF HUMANS arRE ACKNOWLEDGED TO BE MORE 
SACRED THAN THE RIGHTS OF DOLLARS, WHEN IT WILL BE 
THE SAME VICE, anp THE SAME CRIME, WHETHER coM- 
MITTED IN BROADCLOTH OR IN RAGS. 


Juny 21, 1919. 


This statement, written by George F. Johnson 
explaining E-J] labor pol 


piece of the new booklet 


The introductory statement is devoted 
to an explanation of the corporation’s 
labor policy and says: 

“This article is written in response 
to requests by labor employers and 
working people, who wish to know the 
‘policy’ that has resulted in the success- 
ful operation of our Industry. 

“FIRST IN IMPORTANCE. Wages 
or salary, or better yet, the yearly in- 
come of our workers is the outstand- 
ing, vital and all important element. 
As every man who labors reckons his 
yearly income, so should the man who 
makes leather and shoes, because it is 
his yearly income that determines his 
circumstances, comfortable or other- 
wise, under which he must exist. We 
are prone to speak of professional men 
as ‘salaried’ workers. Their income is 
generally spoken of as ‘so much a year.’ 
A working man, who labors with his 
hands, is sometimes spoken of so care- 
fully as to mention he earns ‘so much 
an hour,’ or probably ‘so much a day,’ 
and on rare occasions ‘so much a week.’ 
If a working man earns a dollar 
an hour, it looks fine. If he earns 
seven dollars a day, he does pretty fair, 
and perchance if he earns thirty-five to 
fifty dollars a week, it’s great! But he 
does not live by the hour, or by the 
day, or by the week. That is not the 
way he supports his family, and meets 
his current expenses. The YEARLY 
BASIS is the ONLY WAY to reckon 
the income cf those who labor with 
their heads and hands, same as we have 
always figured the income of those 
who labor chiefly with their heads. 

“THIS gives us the RIGHT start. 
Naw, to make a good yearly income 


apeein 


in 1919, forms the frontis- 
icy 


to the army of workers under their 
direction. 

“A HIGHER EFFICIENCY is main- 
tained because of SQUARE DEALING 
with the workers, and because of satis- 
fied and contented workers. We have 
created in the minds of the average 
man and woman, a real desire and firm 
determination to try to do their work 
better and to do more of it. This has 
been done because we want them to 
earn good wages, and they are anxious 
also to earn good wages. There isn’t 
any combination to restrain production. 
There is no ‘Team work’ which would 
seek to keep down the efforts of good, 
smart workers. There is no disposition 
to hold back and not do a fair day’s 
work. And so the smart, intelligent 
worker earns more than the slower, 
duller one, as he naturally should. The 
result of this is the slow, dull worker 
is trying hard to produce quantity and 
quality to compare with his co-worker, 
who is able to do more and better work. 
The tendency is always UPWARD and 
not DOWNWARD. POOR MEN DO 
NOT DRAG GOOD MEN DOWN IN 
THIS INDUSTRY. QUITE THE RE- 
VERSE, GOOD MEN LIFT UP THE 
POOR MEN. GOOD WORKERS ARE 
AN INCENTIVE TO THE POOR 
WORKERS. ALWAYS THERE IS 
THE UPLIFT. 

“The hours of labor are reasonable— 
forty hours a week, as established by 
the ‘BOOT AND SHOE MANUFAC- 
TURERS’ code. Since its collapse we 
have continued to operate under the 
working conditions of this code, and it 

[TURN TO PAGE 82, PLEASE] 
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PLANNED INVESTMENT 


"HROUGH the facilities of the Brookmire Bul- 
Pict Service, you can find aid in planning your 
investment portfolio to attain your objectives of 
conservation, diversification, income and capital 
appreciation. A descriptive booklet and compli- 


mentary Bulletins 


will be sent to re- 


BROOKMIRE 




















sponsible inves- 
tors. 


551 Fifth Avenue, NewYork 








created by Howell keep pace with the 
1937 stylings and modes of footwear. 
A catalog showing new and attractive 
ways of furnishing your store or depart- 


ment will be sent free upon request. 


HOWELL 























ST. CHARLES 


ILLINOIS 








Trade Literature 


LyNcHBURG,, VA.—The Craddock- 
Terry Company has lately sent out their 
Spring and Summer catalogs for 1937. 
Their Natural Bridge line for women 
is combined with their Billiken line for 
children in an attractive 48-page book 
with many of the shoes done in natural 
color. The cover of this catalog is of 
blue, silver and white with a natural- 
color photograph of the Natural Bridge 
in Virginia in the lower left-hand cor- 
ner of the cover. Besides the attractive 
display of shoes, this catalog has many 
dealer helps and advertising promo- 
tions on these two lines of shoes which 
will help the retailer in his Spring and 
Summer campaigns. 

Showing a complete line of shoes for 
the family, the catalog of the regular 
Craddock-Terry line shows many of the 
shoes in colors with their particulars 
carried out in short paragraphs below 
each shoe. Besides the shoes, this cata- 
log shows many accessories to be pro- 
moted for extra business and several 
pages of displays and dealer helps. 


Pittsburgh Retailers Start 
Membership Drive 





PirrssurRGH, Pa.—The Pittsburgh 
Shoe Retailers Association have started 
an extensive reorganization campaign 
with a drive for new members that is 
to cover the entire area around this 





city. At the meeting of the Board of 
Directors at the Roosevelt Hotel on 
Friday, February 19, J. D. Poske of the 
advertising department of the Pitts- 
burgh Sun-Telegraph, was elected sec- 
retary. Sam Levine, president of the 
association, made a motion that was 
later passed, that the yearly member- 
ship dues be reduced from $10 to $2 
to secure the success of the drive for 
additional members. It was further 
agreed that this $2 minimum would be 
subject to change by the board of 
directors. 

A mass meeting sponsored by the 
association and open to all retail shoe 
store managers and assistant manag- 
ers, will be held at the Hotel Henry 
Shoe Travelers’ Club on March 16, to 
stimulate interest in the drive. Free 
refreshments will be served and a 
prominent local speaker will be invited 
to talk on organization. 


Aid Asked for Flood-Stricken 


Shoe Retailers 


New YorK— Executive Vice-Presi- 
dent L. E. Langston of the National 
Shoe Retailers Association has sent a 
letter to the presidents and secretaries 
of state and regional shoe retailers’ 
associations in the United States, call- 
ing their attention to a telegram from 
the Dayton Shoe Retailers Association 
suggesting that funds be appropriated 
by the various associations to aid shoe 
retailers in the flood area. Mr. Langs- 








ton’s letter to the state presidents and 
secretaries said: 

“This telegram was forwarded to 
me while at the Texas Shoe Retailers 
Convention and it may interest you to 
know that the Texas Association and 
the Southwest Shoe Travelers Associa- 
tion made substantial contributions for 
general flood relief and sent their 
checks to this office, suggesting they 
be turned over to the Red Cross for 
the reason that they are best organ- 
ized to properly distribute these funds. 

“The Texas Association in its letter 
suggested that due credit and proper 
mention be given to the Dayton Shoe 
Retailers Association for their initia- 
tive in starting this movement among 
the Shoe Retailers Associations of the 
United States. 

“No doubt you men have been called 
upon individually to contribute to the 
fiood relief fund, and should your Asso- 
ciations feel that you can make a con- 
tribution, we shall be pleased to have 
you do so and kindly advise this office 
of the amount and to what agency you 
have made your contribution. We shall, 
of course, be glad to distribute such 
funds for you through this office, 
should you so desire. 

“Nothing we can say could add any- 
thing to what you are bound to know 
of the terrible conditions in the flood 
areas, and I am sure that any contri- 
bution your associations can make, will 
be both needed and appreciated.” 
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COLT CROMWELL CO. 
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624 Santa Fe Bids. 
Dallas, Texas 
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Open New Children’s 
Department 


Mrami, Fuia. — The new children’s 
shoe department in the Mark Store has 
been opened on the second floor, where 
a “Youth’s Center” has been estab- 
lished. Seats are arranged in a semi- 
circular form facing a bank of cases. 
Low-down, almost on the floor level, 
glass-faced inserts have been placed 
and in each a single pair of some out- 
standing shoe that is bound to catch 
the eye of a youngster, is displayed. 
Indirect lighting in each case lights 
up the merchandise. 

Aqua, yellow, coronation blue and 
cerise have been blended in an interest- 
ing colorful background, making a 
bright spot of the department that is 
sure to please the children. 





in Miami the classic cut-out, open 
shank, strap sandal still ranks first. 


Miami Notes 


The shoe picture in Miami is in gen- 
eral, quite different from Palm Beach. 
Here one sees an amount 
of all white, and often in 14 and 12/8 
heel heights. A preponderance of ox- 
fords, moccasin and huge-flapping 
tongue gore-step-ins also appear. One 
can single out the outstandingly smart 
women by their feet . .. usually, at 
the races their shoes are blue and 
white ... a royal blue. Brown and 
white is definitely the next color-scheme 
of importance in Miami, not the British 
Tan accepted by the smart Palm Beach 
set, but the old darker brown and 
white. 

Here one also sees a great deal of 
multi-colored linens and suedes. Per- 
forations mark nearly every pair of 
shoes. 


Sports and Beach Types 


Outstanding with slacks and shorts 
is a model called Milano . . . fashioned 
after an Italian sport shoe, with per- 
forations on each side and a huge 
tongue laced down in a five-eyelet tie. 
This model has a 12/8 heel and is most 
popular in all navy and all white, 
although a few in beige and in brown 
and beige have been observed. But 
every .woman in Palm Beach must have 
a pair, judging by the frequency with 
which this model is seen on the streets. 
Another very popular model seen with 
slacks is a moccasin type calf shoe, 
adapted from a Norwegian peasant 
shoe. This comes in navy and white 
only. The monk shoe, with lapped- 
over tongue is also noted with slacks, 
in reverse calf. 

The beach picture is concentrated 
largely on the familiar favorite, the 
fishnet sandal with wood or cork heel. 
This is seen time and time again on 
fair bathers at the Breakers, at the 
Sun and Surf Club and at the Sea- 
spray. A very interesting sandal seen 
at the last-mentioned place was a 
pantouffle-like shoe, in a broken heart 
print, with a matching beach bag and 
bandanna. The rubber shoe is also 
tremendously in evidence, with flat 
heel and open toe. 

Summing it up, colored shoes by day 
bear watching and should be good 
this Summer. 

In color, white is definitely over- 
whelming. Blue and white next in high 
fashion importance, with British Tan 
and white closely vieing. Black and 
white when it is shiny in combination, 
using Patent instead of the duller 
leather, is among those present, but 
not important in numbers. Strong 
Coronation colors, reds and blues espe- 
cially should be increasingly impor- 
tant. The continental idea of dark 
open shoes worn with white is smartly 
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The Season in Swing 


[CONTINUED FROM PAGE 50] 
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accepted, but must remain a high fash- 
ion item. 
An important combine is the match- 


white. This is the only other smart 
evidence noted toward prints, and this 
is really not a print, but a handspun, 
woven fabric imported from India. It 
is an item, however, that should be 
watched not only by shoe departments 
but by specialty shops, because there 
is a growing trend toward matching 
turbans and bags with shoes. 


Endicott-Johnson Explains 
Labor Policy 


[CONTINUED FROM PAGE 80] 


is our policy to do so as long as 
possible. 

“The average wage of our workers 
last year was approximately $1350.00. 

“N. B. Our average wages are fig- 
ured by INCLUDING MEN AND 
WOMEN AND YOUNG PEOPLE 
ABOVE THE LEGAL AGE OF SIX- 
TEEN YEARS. We do not hire chil- 
dren below sixteen, adhering strictly 
to the legal limit. 

“WE DO NOT OPERATE ON THE 
‘HIRE AND FIRE’ PLAN. The num- 
ber of employees in the business is, 
therefore, practically uniform and the 
labor turnover very small. When short 
of orders, we divide the work, giving 
everyone his full share. The workers 
greatly appreciate and heartily indorse 
this method. 

“ALL THE BETTER JOBS ARE 
FILLED BY PROMOTION. This 
policy is well understood by the work- 
ers, so that those in the lower positions 
may confidently expect, in due process 
of time, to advance to better positions 
when available. Leaving the experi- 
enced man where he is and hiring a 
new man for the higher and better 
positions is the EASIEST way, but not 
the BEST, and should not be considered 
for a moment. The ‘GOODWILL’ of 
the workers can only be secured and 
maintained through fair treatment and 
it is UNFAIR to a working member 
of a concern to have someone from 
outside put in above him. Merit, and 
MERIT ALONE, should be the con- 
sideration for promotion, and it is the 
policy followed in our organization.” 

Among the many welfare activities 
carried out by Endicott-Johnson and 
covered in this booklet are the follow- 
ing: Modern homes, hospital, clinical 
and medical service, cottage for tuber- 
cular patients, home for convalescent 
women, fire and safety prevention 
work, diners, community houses, dance 
pavilions, tennis courts, parks and 
playgrounds, swimming pools, club- 
houses, libraries, insurance and pen- 
sions. 
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Foot Health Week POSTERS! 








APPLE GREEN AND BLACK 
17 x 22 INCHES 


5 for $2.00 20 for $4.50 
10 for $3.00 30 for $6.00 
100 for $18.00 
CWE PAY POSTAGE) 


These compelling, colorful pesters are a neces- 
sary part of your Foot Health Week 


Promotion program ! 


ORDER Now! 


R. E. ANDRUSS—BOOT AND SHOE RECORDER 
239 W. 39th St., New York FOOT HEALTH WEEK 
Please send us FOOT HEALTH WEEK POSTERS, ILLUSTRATIONS 
SETS of matrices of FOOT HEALTH WEEK| Included are reproduction 
ILLUSTRATIONS. of Foot Health Week Pos- 
ter in two sizes, ard four 
other timely illustrations 
for $1.50. 


FOOT HEALTH WEEK 
ADVERTISING 





MATRICES OF SIX 


Check (or Money Order) enclosed, or 


PLEASE PRINT YOUR NAME PLEASE MAKE CHECKS PAYABLE 
AND ADDRESS CLEARLY TO BOOT AND SHOE RECORDER 














When writing advertisers please mention Boot and Shoe Recorder 
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The backgrounds of both ticket 
and card are shell pink, with a 
colorful tulip design in deep 
lavender and green. 
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CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated above; 


or oval base-burnished geld— 
three color trim. These modern- 


istic holders take any size card, 
and harmonize with the finest 


window display fixtures. 
Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 





} DISPLAY CARD SAMPLES, HARMONIZING TICKETS 


and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 

each month for men's, women's, children's shoes, 

women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND -LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: = 100 tickets, $3.00—200, $5.00 


CHECK WITH ORDER, PLEASE, UNLESS C.0.D. PREFERRED 
MERCHANDISING AIDS 








Polly Cli 
Pouy Cue for Price Mi te 
for Price Tickets > at any angle. 





Polly Shoe Holder mt " 


To display arch, branded, and : 
fibre-sole shoes. Always re- 


mains in upright position. aesecece 








* 

a 

: 

7 

& 
Seaieiaceiimetamemee 


{ dozen .............. $3.00 
Ron=—--4 I 
Recorder Stock Record tj 
“Tet en | 
Piice...........8 : 
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FEATURE POINTERS 


precisely point out in-built values. These 

ARROWS are obtainable in two combina- 

tions: corn with green border, or buff with 

py ee Choice of forty selling phrases, 
lan 


12 dozen (printed or blank)... ... $2.00 







i ating 1.10 
m cian Sa 0.28 
SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
$5.00. 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted, 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
eards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 

















SERVIcE | MONTHLY | CARDS Hotpens | Sats, 
Ne. | $5.00 12 6 100 
Ne. 2 4.00 8 4 100 
Ne, 3 3.00 6 2 60 
Ne. 4 2.25 4 2 60 
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“HH”: White “R”: Pale yel- “P": White 
beard. Design : “U":; White board. . . 

in light blue po oboe be Bates in sea g ~ turquoise 
and gold. dium blue. Beene cvange. blue and rese. 


Size: 1/2” x 234"—Prices on opposite page. 
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SERVICE 


Children’s Shoes and Women’s Hosiery. (Cross out 


SHOW CARD 


ANNUAL 


FOR 


We sell Men’s, Women’s, 


lines not carried.) 


For this service we will pay 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


minations: 


quantities and deno 


For 


- per year, payable 
per month. 


s. 


MERCHANTS 


cash in advance, full year’s 


Checks 
subscribers 
om Uz. 


banks, or include exchange. 


service, 5% discount. 


foreign 


must be drawn 


from 


STORE NAME == 


SERVICE 


if for any unforeseen reason 
we wish to discontinue ser. 


vice before expiration of or. 


we agree to pay $1.00 
month additional 
each month’s service deliv. 
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for 
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ELL-KNOWN eastern manufacturer of 

stitchdowns, featuring complete line of in- 
fants’, children’s, wing ny — and 
men’s stitchdowns, & ax, ey 
salesman to cover MID-WEST VOLUME 
TRADE on commission basis. Give record of 
road selling panes and age. Address 
F-248, care Boot & Shoe Rocerder, 239 West 
39h Street, New York, 





A Massachusetts manufacturer, featur- 
ing a POPULAR priced iine of MEN’S 
FAST SELLING dress oxfords, wants 
aggressive WORKING SALESMEN 
travelling out of central points in 
WEST, MIDWEST, SOUTHERN, and 
PACIFIC coast states. Commission 
basis during trial period (30 days), 
drawing account established thereafter. 
One grip, twenty-five samples. No ob- 
jection if wanted as companion line. 
State age, qualifications, territory, 
line now selling, present and past em- 
ployers, references in first letter. Re- 
Plies confidential. 
Address F-256 


BOOT AND SHOE RECORDER 
140 Federal St., Boston, Mass. 











NEW. YORK CITY and Philadelphia—to sell 
Ski Boots and Sporting boots. Prefer man 
who at present is selling non-conflicting line 
to Sporting Goods Stores and departments and 
can handle our line as side line on straight 
commission. Give present connection and full 
details.—Chippewa Shoe Mfg. Co., Chippewa 
Falls, Wisconsin. 





WANTED: Representatives familiar with he 
better trade, to carry our high grade “Self- 

Starter” line of intermediate creeping and 
first walking shoes as side line, throughout 
the Middle-Western and states. Sizes 
1-6. Write Middie-West Sales Headquarters, 
The Carpenter Shoe Co., Inc., Box 5533, 
Cleveland, Ohio. 





GEORGIA AND FLORIDA, for Eastern 
wholesaler. Fast-selling line Misses’, Chil- 
dren’s and Growing Girls’ novelty footwear and 
popular-priced stichdowns. carried as 
side-line. Address F-255, care Boot & Shoe 
apaeee. 239 West 39th Street, New York, 





SALESMAN wanted for Detroit and vicinity 
who is interested in a permanent and pr 
itable connection selling America’s fastest 
styled, popular priced line of women’s novelty 
footwear. Can be sold:in connection with non- 
conflicting line. When applying, give age and 
amount of road selling experience. Addres 
perma» Inc., 1214 Washington Ave., St. 
ais, Mo. 





SALESMAN with established territory to sell 
a general line to the retail trade for New 
York State, Pennsylvania and New Jersey. 
Address F-257, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





ANTED—ALERT SHOE MEN TO SIDE- 

LINE Display gadget that hangs shoes from 
boxes to speed up selling and help extras locate 
stocks quickly. Used by Beck, O’Connor-Gold- 
berg, May Co, and many famous department 
and independent stores. Can carry in pocket. 
Liberal commission. Artmor Company, 167 
Dennick, Youngstown, Ohio. 





RETAIL SHOE SALESMAN — Quality 
Shoes, style and corrective. State experi- 


gece and references. Allen’s Shoes, Trenton, 





SALESMAN wanted for combined territory of 
North and South Carolina and Tennessee. 
Must be resident of one of these states, and de- 
vote entire time to sale of complete line of 
stitchdowns. Give references and full particu- 
lars regarding experience. Address F-262, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SALESMEN: Carry side line Quality Stitch- 
downs. Popular Prices in Stock. ust work 
territory close. States open: Kentucky, Ten- 
nessee and Texas. Tobin-Hamilton Co., Inc., 
St. Louis, Mo. 








FOR SALE 


ESTABLISHED family shoe store. Due to 
death, will sell reasonable—a good honest 
buy. Walter Maxwell, 950 Hamilton Street, 
Allentown, Pa. 





L!VE- -WIRE SHOEMAN, age 32, capable 
manager, expert window trimmer and 

ground man. Address F-259, eare Boot & Shoe 
a ana 239 West 39th Street, New York, 





FREE LANCE WINDOW TRIMMER-—Live 
backgrounds a attract the eye. Address 
F-258, care Boot & shoe 7 239 West 
39th Street, New York, N. 





LINE WANTED 





(CHILDREN’ S PREWELTS for Metropolitan 
New York and Newark. Commission. Ad- 
dress F-263,-care. Boot &~Shoe~Recorder;“239 
West 39th Street, New York, N. Y. 


EXPERIENCED SHOE SALESMAN, with 
good following in Northern New York State 
and Vermont, desires wholesale or factory line. 
A-1 reference. Owns car. Address F-261, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


EXPERIENCED SHOE SALAM desires 

line of Women’s s sng Sve rom $4 

to $6 for Wisconsin. Drawing or salary. Well 

known by local retail dealers. Permanent con- 

nection desired. Address F-260, care Boot & 

sr aes ge 239 West 39th Street, New 
or 











WANTED TO PURCHASE 











VAMP RAISER and ee 


aaa i ee, 


(Ee ce aclaee © 


with 3 sizes 
of Last 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. 


St. Louls 





SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 








89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 











Buyers of Surplus Stocks 
ot® will buy surplus or tee ete of shees 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 

106 Duane St. New York 
Phone WOrth 2-5877 and 5378 











should be counted. 
sified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


he rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed 
75 cents. For all other classified advertisement word. 
number is desired twelve words should be added for the address. Ls at ce cual tach Oued’ al the 


rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Advertisements for this page must be in our New York office on Friday of the week preceding publication. “eq 


s the rate is 7 cents per 


advertisements. Mini- 
Minimum charge, $1.25. 











BOOT AND SHOE RECORDER, 


February 27, 1937 


Page 87 








BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 














per $1.65 per % 
M. D. POLLINGER CO. 
Bul St. Louls, 
CANADIAN DISTRIBUTOR 
M. BRADKIN 4 CO. 
6 Nertheote Avenue, Terente 3, 

















Changes in Southwestern 


Shoe Business 


DALLAS, TExAS—Changes in the shoe 
business are taking place thick and 
fast as the Southwest gets all set for 
visitors to its Greater Texas and Pan- 
American Exposition. 

Head’s Shoe Store, which is owned 
by Arthur Phillips and Leon Bonnett, 
has moved to attractive new quarters 
at 106% North Independence in Enid, 
Okla. 

McCulloh’s Shoe Store has moved 
to a new location in Kingfisher, Okla., 
at 310 North Main Street, and is con- 
centrating on more consistent tie-ups 
of shoe and hosiery promotions. 

Laddie’s Style Shop shoe department 
has recently been purchased by How- 
ard A. Snavely, who is now operating 
the shop, in Ponca City, Okla. 

Land Shoe Shop, which has been 
closed several months, in Clarendon, 
Tex., has reopened. 

J. S. Wasson, formerly a shoe repair 
man in Wewoka, has bought the Broad- 
way Shoe Shop, Holdenville, Okla., 
from Monroe Sailing. 

Interior of Clancy Shoe Shop of 
Erick, Okla., has been smartly re- 
modeled and rearranged. 

'A new shoe shop has been opened 
at 5 First Avenue by Charles Car- 
selowey. 

Stout Shoe Shop of Holdenville, 
Okla., has been reopened by F. M. 
Flowers, who recently bought it from 
Jesse Hyden, and remodeled it, under 
the name of Allen Shoe Shop. 

Dixie Shoe Store of Lufkin, Tex., 
has opened its new, modern store at 
106 South First Street. 

Taloga, Okla.’s, newest shoe shop is 
Webb Shoe Shop. 


Family Shoe Store Opens 


VAN Nuys, CaLir.—Edward Freed- 
man has opened a family shoe store 
in this city, it being the first one to 
be operated as such. The store is 
modern in every particular and the 
opening business is most gratifying. 


Before coming here, Mr. Freedman 
was in business in Hollywood. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











MERCHANTS’ NEEDS 





$4.00 


$2.25 
HALF @Ross 


Poy Cur 
for Price Tickets 


Tiltts at Aay Angie 


M. D. Pollinger Co. 
HOLLAND BLDG. 
st. Louis mo. 





Sandals Colorful in South 


MraMI, Fia.—Stores along Flagler 
Street, Miami, are offering some g 
resort shoes that will be carried North 
and introduce new styles wherever the 
Winter visitors travel. 

Gray is going over big, says the Flor- 
sheim Shoe Store. More and more gray 
two-tone shoes are being seen in 
Miami’s smart places, and this shop is 
prepared to supply them, either in the 
two-tone gray, straight or wing tips, 
or in the ventilated styles. 

Baker’s offers a gay, colorful enchant- 
ing collection of expensive looking 
1937 summer modes, at popular prices. 
They come in all-white, a number of 
blues, Coronation red, pastel pink, Lon- 
don tan, Royal purple, Kelly green, 
Pastel yellow, Alpine chamois, Tobacco 
brown and black. And in patent, suede 
kid and fabrics. This is a premier 
showing of these Summer models. 

Nankin’s, in the Olympia Theater 
Building, is showing 38 styles from 
which to choose. They are the smart- 
est of the new 1937 Spring models and 
more beautiful than even past seasons 
have produced. 

A Ring pump is being featured at 
Burdine’s. This is a Laird-Schober 
creation, a strictly classic pump with 
a high front ornament simulating a 
buckle and composed of three rings of 
colored kid. It is recommended as a 
pump to be worn for daytime affairs, 
cocktails or dinner and comes in several 
colors. 

Butler’s is offering a new line of gay 
shoes called “Starlets” because of being 
worn and featured in “Folies Caprice.” 
“Sunrise” is an all-white doeskin san- 
dal with brown calf trim. It is also 
offered in coronation red with white, 
royal blue and white, kelly green and 
white and chamois suede with cocoa 
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INTERCHANGEABLE Metal Figures 
Yo" high. For Pricing Merchandise. 


Used by Leading Shoe Stores 
SET: $8.50 for satin finish (dull) 
$10.50 for chromium finish (bright) 
100 numerals—20 dollar signs, 20 periods, and 
When eeine, mention the 
ent accordingly. 
Also plate ona mirror signs, blue 
or black, with white ¢ in letters 
COMBINATION PRODUCTS CO. 
64-74 West 23rd St. New York, N. Y. 




















suede. “Gloriana” is a doeskin sandal 
in white, Kelly green, coronation red, 
royal blue and maize with considerable 
stitching and deep side slashing. The 
third in the group of Starlets is “Su- 
zanna,”. a criss-cross effect in all the 
leading colors and white with a high 
heel and open shank. 


Pumps Selling Well on Coast 


Los ANGELES, CALIF.—Patent leath- 
er pumps, long a staple, are selling 
most freely for this Spring in Califor- 
nia, according to Herman E. Rosenthal, 
representative of M. J. Saks Shoe Co. 
of New York City. Colored pumps in 
all colors are the real high-style note 
in the Sbicca pumps featured by this 
house and they will carry through the 
Summer, present buying trends indi- 
cate. Mr. Rosenthal covers the entire 
state of California with headquarters 
in this city, and reports a great inter- 
est in pumps for both immediate de- 
livery and for the Easter season. 


Moves to Modern Quarters 


BRADFORD, Pa.—Ralph’s Boot Shop 
have moved into a new store at 88 
Main Street, across the street from 
their present location. A beautiful new 
modern front and new fixtures have 
been installed. 

Mr. Ralph has been in the retail shoe 
business in Bradford for 25 years. 
Very energetic, he believes that beau- 
tiful windows plus modernistic fixtures 
are “silent salesmen” in the competitive 
shoe shop trade. 


Shoe Company Liquidated 


AUBURN, N. Y.—The Robinson Bynon 
Co., which has operated a shoe plant 
here for many years under the name of 
Auburn Shoes, Inc., has completed the 
company’s liquidation and discontinued 
the operation of the factory. The com- 
pany paid 100 cents on the dollar. Its 
principal line was True Step shoes for 
women and growing girls. 
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Meets With Shoe Men 
In Four Cities 

New York — Returning from the 
convention of the Texas and Oklahoma 
shoe retailers, L. E. Langston, execu- 
tive vice-president of the National 
Shoe Retailers Association, expressed 
his gratification, not only at the suc- 
cess of that convention, but also at the 
enthusiasm and optimism of the retail 
shoe merchants who attended a series 
of meetings at which he was present 
in various cities on his way back from 
the Southwest. These meetings were 
arranged to give Mr. Langston an op- 
portunity to tell the retailers about the 
association and its work and to make 
it possible for him to get a close-up 
picture of conditions in the localities 
visited. 

At New Orleans a luncheon meet- 
ing was arranged by Albert Wachen- 
heim, Jr., of the Imperial Shoe Co., 
N.S.R.A. director. All of the principal 
shoe retailers in New Orleans were 
present. At Mobile, John Damrich, Jr., 
of Damrich Shoe Co., state chairman 
from Alabama, arranged a _ dinner 
meeting at which merchants from 
Mobile and surrounding territory were 
present. O. T. Brewer, vice-president 
of the George Muse Co., state chairman 
for Georgia, was in charge of a suc- 
cessful luncheon meeting held in At- 
lanta, and David Hirschler, vice-presi- 
dent of Hofheimer’s and vice-president 
and director of the N.S.R.A., arranged 
for a rousing luncheon and meeting at 
Norfolk, with local retailers and a 
number from neighboring communities 
in attendance, 

Ali of these meetings were very in- 
formal and besides serving the prin- 
cipal purposes for which they were 
held, they also succeeded in arousing a 
renewed interest in local shoe condi- 
tions and suggested the desirability of 
more frequent local meetings of shoe 
retailers. 


Shoe Men in Miami 


MiAMI, Fita.—Andrew Geller of the 
Andrew Geller Shoe Company is en- 
joying the surf and sunshine of Miami 
while down here on a Winter vacation. 

Louis H. Salvage of the Louis H. 
Salvage Shoe Company, Manchester, 
N. H., is another shoe man who is 
vacationing in Miami and, inciden- 
tally, getting tips on what is being 
worn and shown down here in the 
shops. Later he plans to go to Holly- 
wood, Florida. 


Tate Joins 
Johnston & Murphy 


Newark, N. J—Jack Tate, formerly 
with Woolf Brothers, Kansas City, and 
later on with the E. E. Taylor Cor- 
poration of Brockton, has joined the 
Johnston & Murphy sales force. It is 
felt that his well rounded experience, 
both in the retail business and selling 
on the rand, chowlé meke him a decided 
asset to this firm. - 
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A Bajing Gui 


BOOTS AND SHOES 


BROOKS SHOE MFG. CO.., Philadelphia, Pa 

BROWN SHOE COMPANY, St. Louis, Mo 

CAMBRIDGE RUBBER CO., Cambridge, Mass 

CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass 
COLT-CROMWELL CO., New York City 

CONNELL, J. M., SHOE CO., S. Braintree, Mass 

ELAM, F. S., SHOE CO., Rochester, N 
ENDICOTT-JOHNSON CORP., Endicott, N. Y 
FRIEDMAN-SHELBY, Branch Int. Shoe Co., St. Louis, Mo 
GREEN, DANIEL, CO., Dolgeville, N. Y 
HANNAHSONS SHOE CO., Haverhill, Mass 

HOOD RUBBER COMPANY, INC., Watertown, Mass 
JUVENILE SHOE CORPORATION, St. Louis, Mo 

KEITH, GEORGE E., CO., Brockton, Mass 
LAIRD-SCHOBER CO.., Philadelphia, Pa 
MAYER-MARTHA WASHINGTON SHOES, Milwaukee, Wis 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 
MUSEBECK SHOE COMPANY, Danville, III 

RACINE SHOE MFG. CO., Racine, Wis 

ROBERTS, JOHNSON & RAND, St. Louis, Mo 

ROHN SHOE MFG. CO., Milwaukee, Wis 

ROVICK THEATRICAL SHOE CO., Chicago, Ill 
SAWYER, R. J., INC., Freeport, Me 

SCHWARTZ & HERDER, INC., Philadelphia, Pa 

SWAN SHOE COMPANY, INC., Baltimore, Md. 
WALL-STREETER SHOE CO., No. Adams, Mass 
WEYENBERG SHOE MFG. CO., Milwaukee, Wis 


LEATHER AND OTHER MATERIALS 


AMERICAN HIDE & LEATHER CO., Boston, Mass 
AMERICAN OAK LEATHER CO., Cincinnati, Ohio 
AMER, WILLIAM, COMPANY, Philadelphia, Pa 
COLONIAL TANNING CO.., Boston, Mass 
DEWEY-ALMY EMICAL CO., Cambridge, Mass 
ENGLAND WALTON CO., Boston, Mass 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis 
GOODRICH, B. F., CO., Akron, Ohio 

LEVOR, G., & CO., INC., New York City 
PANTHER-PANCO CO., Chelsea, Mass 
PEPPERELL MANUFACTURING CO. 

RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis 
SETON LEATHER CO., Newark, N. J 

SURPASS LEATHER CO., Philadelphia, Pa 


STORE EQUIPMENT AND ACCESSORIES 


ADLER-JONES, Chicago, Ill 

COMBINATION PRODUCTS CO., New York City 
HOWELL CO., St. Charles, Ill 

NU-WAY SHOE STRETCHER CO., St. Louis, Mo 
POLLINGER, M. D., CO., St. Louis, Mo 
SCHOLL MFG. CO., INC., Chicago, Ill 

SHOE FORM COMPANY, Auburn, N. Y 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


BUNNY PRODUCTS CO., INC., Port Huron, Mich 

COMPO SHOE MACHINERY CORP., Boston, Mass 

DU PONT, E. I.. DE NEMOURS & CO., INC., Arlington, N. Ju... ... cece eee eee eee 
UNITED LAST CO., Boston, Mass 

UNITED SHOE MACHINERY CORP., Boston, Mass 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
BROOKMIRE, INC., New York City 

HOTEL BISMARCK, Chicago, Ili 

HOTEL TOURAINE, Boston, Mass 

IRVIN RUBIN, New York City 
KIRSCH-BLACHER CO., INC., New York City 
MARBRIDGE BUILDING, New York City 
STEPHENSON LABORATORY, Boston, Mass 














